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INTRODUCTION 
CHAPTER I 
INTRODUCTION 
In order to establish a background for this study 
and to properly understand some of the difficulties which 
have been encountered in developing the secondary school 
curriculum, it will be necessary to review some of the 
changes that have taken place in the curriculum and the 
forces which have brought about these changes* 
(1) The Latin Grammar School—As first established 
in Boston in 1635 and for a century and a half later, this 
type of secondary school had a curriculum essentially clas— 
sic in nature with little attention given to “practical" 
subjects. These schools served the purpose of preparing 
pupils for college, which in turn prepared students for the 
ministry* The entrance requirements of these colleges were 
chiefly concerned with a knowledge of Latin and Greek but 
to qualify for some of these institutions “a knowledge of 
some arithmetic and geography were demanded.“^^ It was 
not until early in the 19th century that these secondary 
schools began to offer subjects of a more “practical" na¬ 
ture. The Boston Public Latin School added to its program 
such subjects as geometry, arithmetic, algebra, trigonome¬ 
try, geography and a little later introduced English compo¬ 
sition and grammar as well as a course in state and nation¬ 
al constitutions. 
(1) Briggs, Thomas H* Secondary Education, p 67 
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(2) The Academy--The reason for the departure shown 
&bove was the same as that which brought about the establish¬ 
ment of the new secondary Institution called the Academy* The 
19th century marks the beginning of the great movement which 
has changed this country from an essentially agricultural area 
to an industrial one* This change brought as a natural con¬ 
comitant a rise in the prestige of the tradesman and a de¬ 
mand for a more practical type of education; one which would 
train for lifefs activities as well as for college* A radi¬ 
cal departure followed in education* Secondary schools es¬ 
tablished a program independent of both elementary and col¬ 
legiate levels, a new curriculum evolved and girls were grad¬ 
ually deemed worthy of education beyond the fundamentals. 
Despite this promising beginning the hopes of educators were 
not realized. The new institutions trained only a few, the 
curriculum still felt the pressure of the college and the 
"practical” subjects did not serve the purpose for which they 
were intended. 
(3) The High School—In 1821 Boston established 
another type of school, called the Public High School, to 
overcome some of the deficiencies mentioned above and grad¬ 
ually this type of free public institution has become the 
dominant agency of secondary education in this country. With 
the increased demand for education of a broader scope, we 
find a great change in attitude toward the responsibility of 
the state for high school development. Vocational subjects 
were among those demanded by those who believed that these 
educational opportunities should be offered at public rather 
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than at private expense* Private business schools had con¬ 
sidered the mastery of certain skills as paramount# Those 
responsible for the development of the commercial subjects 
in the public high school, realized that an understanding of 
business principles and customs was even more important than 
the mastery of skills and they made an effort to introduce 
work which might give such an understanding# Colleges became 
more liberal in their entrance requirements and consequently 
relieved much of the pressure that had been put on the high 
school# Thus we see the establishment and development of our 
secondary schools well on their way toward the broad program 
of social adjustment which progressive schools are now offer¬ 
ing# With the turn of the century, and with an increased 
momentum since that time, there has been a constantly chang¬ 
ing population in our secondary schools and an entirely dif¬ 
ferent attitude toward and interest in the means to be em¬ 
ployed to meet the ever changing demands# Let us consider 
these briefly in turn# 
(4) The New Secondary School Population—As has been 
stated above there has been a constantly increasing demand 
for more and better education by the masses# Workers became 
aware that, through the breakdown of the apprenticeship sys¬ 
tem, more education would be needed if one would qualify for 
better jobs# Immigrants entered the country conscious of the 
fact that free schools were the birthright of every American 
citizen# Changing legislation raised compulsory education 
limits so that one must attend school for a longer time than 
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had previously been required. Added to these factors the 
problem of unemployment has increased the enrolment of our 
high schools. Because of these movements there came about 
a considerable change in the type of pupil which was to be 
found in the modern secondary school. He no longer repre¬ 
sented the aristocracy, either of learning or of social 
classes. He came from that larger group known as the mid¬ 
dle class determined to make every effort to get an educa¬ 
tion that would prepare him for the problems of the new 
social and economic world. He demanded that a liberalized 
course of study be made available for him. Prom the prob¬ 
lems presented by this ever changing population there de¬ 
veloped a realization of the necessity for a revision of 
methods as well as of the courses of study offered. 
(5) New Courses Offered—From the one curriculum 
program of studies of thirty years ago, we find a steady 
broadening of the work through electives. After some time 
there emerged complete sequences of subjects which were to 
be known as Manual Arts, Classical, Commercial, etc. cours¬ 
es. Laboratory work in the sciences was made available to 
more pupils. In short, an attempt was being made to give 
courses which would be adapted to the pupil and which would 
prepare for citizenship and economic productiveness in this, 
new social order. But in this attempt we find a more or 
less haphazard planning by school authorities, academically 
trained, yet in most instances entirely unfamiliar with, 
and often out of sympathy with, the problems of those for 
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whom they planned. 
(6) Logical Subject Matter In the New Courses--The 
new demands were merely a development of those expressed 
during the academy period, but were most persistent with re¬ 
spect to vocational education. These demands for the voca¬ 
tional work were met by the introduction of manual training, 
household arts and commercial courses augmented by improved 
methods of instruction in English, History, Mathematics and 
the sciences. Valuable as has been the training from these 
new courses the charge is growing that they are not entirely 
fulfilling their purposes* The courses were developed by 
experts in the fields and invariably utilized as logical a 
system as these adults could devise, with little attention 
to the psychological laws of learning or interest. The 
thought that a logical development, as seen by adults, might 
not be a ,,logicalM development for the child, was ignored. 
The pressure of methodology and of the findings of psycholo¬ 
gists, however, are forcing schools into the realization 
that the pupil is the logical point of departure in evolving 
a curriculum; that the procedure should consider the pupil, 
his interests, his needs, and the needs of the society in 
which he is to take his place. This realization has necess¬ 
itated the new emphasis upon scientific curriculum buildingo 
(7) New Methods of Constructing Courses—Starting 
with the pupil and his social needs has necessitated the use 
of many methods of course construction not previously utilized. 
Methods have evolved for studying society and for studying 
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the pupil; methods which utilize an objective rather than a 
subjective approach. Case-study, activity analysis, job an¬ 
alysis, etc# are now familiar terms in the curriculum con¬ 
struction field and various methods of collecting consensus 
of opinion have developed to be used in special cases# Ex¬ 
perimentation and research are necessary if the work is to 
be satisfactorily performed. Education has gone far, perhaps 
too far, in the determination of objectives, the determina¬ 
tion and placement of subject content, and the evaluation of 
outcomes by means of these objective methods# 
It is with one of these objective methods of deter¬ 
mining content that this study is concerned. The study is 
interested in the discovery of just what should be offered 
in a course in Salesmanship and what, if any, characteristics 
are needed by those entering this field# The writer has gone 
out into the business world for the answer. 
RELATED LITERATURE 
CHAPTER II 
RELATED LITERATURE 
In presenting a review of the literature in this 
field the writer found it necessary to choose judiciously 
among a vast amount of material, much of which was merely 
opinion in character. The results of this analysis are found 
"below under appropriate headings# 
(1) Opportunities in Commercial Work—In an experimen¬ 
tal survey made in Milwaukee in 1919, it was found that of 
one thousand sixty-seven hoys and girls under seventeen years 
of age engaged in commercial occupations f,only about five and 
one-half percent are doing actual bookkeeping work, and only 
eleven percent are doing stenographic work, proving that as 
u (1) 
a rule young boys and girls are not employed for such work# 
From a Research Bulletin^2* published by the National Educa¬ 
tional Association in 1929 we learn that "occupational and 
vocational surveys show that in many cities the number of 
workers employed in store selling occupations far exceeds the 
number employed in clerical, bookkeeping and stenographic 
work. This had led to the introduction in some schools of 
courses preparing for selling and store service positions," 
In the same bulletin1 2 (3) we find, according to the course of 
study of Lansing, Michigan, that "commercial education in 
(1) Bui, No, 54 Com. Ed. Series No. 4 Federal B, for Voc. Ed . 
(2) Research Bulletin, N«E#A#, Vol# VII No# 4, pp#226-7 
(3) Ibid, p#224 
8 
9 
senior high school as a wider purpose than the mere training 
of stenographers, bookkeepers and clerks”, and that a study 
of commercial occupations in Pasadena^) showed that thirty- 
four and four tenths percent of commercial employees were en¬ 
gaged in selling, while only twenty and six tenths percent 
were classified as general clerical and eleven and nine tenths 
percent were included in secretarial work* To realize how 
little effect the changing conditions and their demands have 
had upon the average high school commercial course consider 
the following comments made by Barnhart* 
As the census reports on occupations 
for 1930 are published, they reveal some¬ 
thing of the great degree of maladjustment 
between some parts of the public high 
school commercial program and certain com¬ 
mercial occupations--• Table 9 gives 
some indication of the extent of this mal¬ 
adjustment with its consequent waste of ed¬ 
ucational expenditures and more important 
waste of time and effort on the part of the 
misguided youth concerned* This table com¬ 
pares the number enrolled in public school 
classes in shorthand and in salesmanship in 
the school year 1927-28, with the workers 
eighteen and nineteen years of age enumera¬ 
ted as employed in April, 1930, in the occu¬ 
pations for which these subjects prepare* 
It will be noted that by April, 1930, a 
period before unemployment became critical, 
students enrolled in a two-year shorthand 
or retail selling course in 1927-28, would 
have graduated and been eligible for employ¬ 
ment in the occupations for which the 
courses are assumed to prepare. Further, 
that practically all of these youths would be 
eighteen or nineteen years of age. Moreover, 
this table makes no allowance for the numbers 
graduated from shorthand classes in private 
business colleges and parochial schools and 
enumerated as employed in this age group at 
the time the census was taken* 
(4) Ibid, p. 225 
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TABLE 9 
Number enrolled In Shorthand and Salesman¬ 
ship Classes, 1927-28, and Number Employed, 
1930 
Male Female 
Class High-school Employed High-school Employed 
enrollment age 18-19 enrollment age 18-19 
Shorthand 47,641 4,862 203,990 118,791 
Sales 4,983 63,457 4,989 54,988 
"These figures make clear that the 
public high schools are enrolling in short¬ 
hand classes many more boys than can find 
employment as stenographers, while not 
offering instruction for the great number 
who will be employed in store service and 
selling occupations.( 
Brisco makes the comment—"Actual em¬ 
ployment figures for the distributive oc¬ 
cupations have been available for only a 
few years--♦ No field of business ac¬ 
tivity offers the opportunities for high 
school graduates that retail distribution 
does, and no field has so neglected the 
training of those who wish to enter it.” 
This neglect is due primarily to two 
important causes: (1) ignorance of the em¬ 
ployment opportunities, due to lack of ad¬ 
equate statistics and (2) the belief that 
training is not required* 
The following authoritative statements 
reveal interesting facts: 
(a) "According to reliable statistics 
over a quarter of a million men and women 
engage in retailing occupations for the 
first time each year*” 
(b) "Out of 26,000 high schools in this 
country in 1933, not more than 250 offered 
salesmanship courses of any kind* In 1935, 
out of six million high school students, 
not more than 25,000 were enrolled in sales¬ 
manship courses* 
(5) 
(5) E. W* 
1932, 
Barnhart, 16th Annual Report, Fed* 
pp*50-51 
Bd., Voc* Ed., 
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(c) "The census figures show that there 
are greater opportunities in selling and re¬ 
tailing than in all other types of business 
occupations combined#" 
(d) "The number of graduates from short¬ 
hand, typewriting and bookkeeping courses 
has long outnumbered the employment oppor¬ 
tunities in these fields and large numbers 
of the graduates go directly into the re¬ 
tail positions#" 
(e) "There is a strong tendency to look 
toward the distributive occupations as one 
of the most important vocational fields for 
which the small high school can prepare#" 
(f) "Vocational training in selling is be¬ 
lieved to have a place in the small high 
school, even though at present it is not 
frequently included in the offerings of such 
schools#" 
(g) "The opinion seems to be gaining that 
retailing is the only one of the distribu¬ 
tive occupations for which high school 
training can be given#'®' 
(2) Courses taught in the Commercial Field—As in 
all phases of education, tradition has exerted a powerful 
influence in the field of commercial education. This has 
greatly retarded development of courses in salesmanship and 
advertising. Johnson points this out in the following. 
Until the late nineties of the past cen¬ 
tury, the bulk of the education for busi¬ 
ness which was available in the United States 
was offered by private institutions generally 
known as "business colleges#" The handful 
of public secondary schools which in 1890, 
offered courses in commerce has now increased 
to include almost all the high schools in 
the country. When the public high schools 
began to offer courses in commerce, they 
followed faithfully the pattern that had 
been set by the business colleges, giving 
short intensive courses in penmanship, busi¬ 
ness arithmetic, bookkeeping, shorthand, 
typewriting and later, commercial law. The 
emphasis in the business colleges had been 
placed primarily on the rapid acquisition 
(6) Norris A# Brisco, Tenth Yearbook E.C.T.A., 1937, pp# 323- 
324 
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of a few business skills. This was to be 
expected, in view of the fact that the 
pupils were paying tuition and were nat¬ 
urally anxious to fit themselves to take 
positions as quickly as possible- 
During recent years, business has become 
more complex in organizations, and its 
functions have become more highly 
specialized. To most new demands and new 
points of emphasis it has been thought 
wise to institute courses dealing with 
such subjects as salesmanship, office 
practice, advertising, business English, 
and the like.!,('' 
The Commission on the Reorganization of Secondary 
Education appointed by the National Education Association 
reported in 1919$ 
Commercial education should have sa 
much wider purpose than the training of 
stenographers and bookkeepers. Such 
subjects as economics, business organ¬ 
ization, advertising, salesmanship and 
store practice are relatively new, and 
yet in their entirety they make a new 
purpose of business education comparable 
with, if not more important than, sten¬ 
ography or bookkeeping. 
In 1929, Dr. Weersing made & study of conditions in 
Wisconsin with a view to reorganization of Commercial Educa¬ 
tion. Of 164 high schools cooperating, practically all gave 
courses in typewriting, stenography and bookkeeping, but 
only seven offered work in salesmanship!7 8 9 ^ Enrollment in 
commercial work has increased over a long period of time. 
While our population increased about seventy-eight percent 
(7) F. 0. Nichols, Com. Ed. in Secondary Schools, p. 
(8) Bui., 1919. No. 55 Dept, of the Interior Bur. of Ed., 
p. 15. 
(9) Frederick J. Weersing, Reorganization of Com. Ed. in 
Public High Schools, p. 11 
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from 1893 to 1918, the high school enrollment increased five 
hundred and sixty-five percent and the number studying com¬ 
mercial subjects increased one thousand seven hundred and 
twenty-eight percent110^ In an article on The Progress of 
Retail Education in Detroit we read; "eight years ago, when 
our Association first approached the Detroit Board of Educa¬ 
tion, it was because we saw the need of conducting some even¬ 
ing classes for those store employees who desired some re¬ 
tail education to qualify them for better jobs or to supple¬ 
ment the training then available in a relatively few stores#" 
Norton writes, "Like many another 
good thing in education, retail sell¬ 
ing as. a high-school subject began in 
Boston* In 1912 a course was intro¬ 
duced into the commercial department 
of the Girls1 High School and was elect¬ 
ed that first year by two hundred and 
ninety-four students, a significantly 
large number for a pioneer subject# 
The precedent was soon followed by 
other high schools both in Boston and 
in other cities where the same need 
was felt for a vocational course which 
would lead to a wage-earning occupa¬ 
tion and would appeal to students not 
interested in nor suited to the already 
well-established courses in bookkeeping, 
typewriting and stenography# 
Since the first step was taken, six¬ 
teen years ago, the work has grown stead¬ 
ily as its value has been recognized# No 
comprehensive data have as yet been com¬ 
piled concerning the number of students 
enrolled in public-school retail-selling 
courses; but in the introduction to 
"Training for Retail Store Service," a 
publication of the Federal Board for 
Vocational Education in February, 1927, 
it is stated that in seventy-three cities 
of twenty-six states specially trained 
(10) Leverett S# Lyon, Education for Business, U. of Chicago 
1924 P# 5 (11) Detroit Retail Merchants" Assn., Balance Sheet, No.v 
Nov. 1938, Southwestern Pub. Co., p. 122. 
(11) 
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teachers are conducting classes in re¬ 
tail selling. On page 3, of this bul¬ 
letin, appears the statement that r,fif- 
teen high schools in the city of 
Boston offer courses in salesmanship or 
retail store service** with, a total en¬ 
rollment in 1927 of 1380.11'12' 
MIn order to obtain basic information on the current 
status of training in distribution, a survey is being com¬ 
pleted by Mr. Jack Weiner of Philadelphia of sixty high 
schools which teach retailing, located in twenty-two 
states.**^3^ Mr. Weiner’s survey showed that the follow¬ 
ing courses were offered* 
One-term Course* 
Twenty-five schools, or forty-two 
percent, offered a one-term course. The 
outline for this course, in every case, 
was planned by the teacher alone or by 
the teacher in cooperation with the prin¬ 
cipal. 
One-year Course* 
Twelve schools offered a one-year 
course. The retailing subjects were, with 
one exception, given in the twelfth year. 
The course was planned also by the teacher 
working alone or in cooperation with the 
principal. 
Two-year Course* 
Twenty-three schools offered a two- 
year course. The foundation subjects were 
given in the freshmen and sophomore years, 
while the vocational training courses were 
offered in the junior and senior years. 
Coordinators, committees of store execu¬ 
tives, principals and teachers assisted in 
planning the courses. It is interesting to 
note that as the number of semesters of 
work increased more attention was given to 
store executives in this important work. 
The cooperation of teachers, the principal, 
and store executives in planning merchandis¬ 
ing courses should be required in all schools. 
(12) H. D. Kitson, Com. Ed. in Secondary Schools, pp. 215-216 
(13) Norris A. Brisco, Tenth Yearbook, E.C.T.A., 1937, p.325 
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This survey developed the following 
interesting information about the objec¬ 
tives of a retail training program: 
(1) To develop worthwhile concepts 
of retail store work and encourage it as 
a vocation# 
(2) To make contacts for students 
that may be helpful after graduation# 
(3) To train for vocational sales- 
work# 
(4) To develop personality and 
character# 
(5) To develop ability in buymanship 
for personal use. 
(6) To serve as a stepping stone to 
store and salesmanship positions# 
(3) Non-3chool Agencies—Let us consider some of the 
efforts made by sales organizations to train their salesmen# 
In 1878, Dr# W. C# King conducted the first known class in 
salesmanship when he attempted to teach twenty-nine young 
men how to sell books# In 1894, the National Cash Register 
Company established their first training school, although for 
seven years they had been using one selling talk as a means 
of standardizing sales effort# The importance of training 
salesmen for specific types of sales work has long been recog 
nized. It was pointed out in the following by Stevenson: 
M Among the salesmen of one large 
life insurance company, for example, 
within comparable production classes, 
the average amount of insurance written 
monthly by agents who had completed the 
training course in life insurance sell¬ 
ing offered by the company, over the 
same period of time, was forty-five per¬ 
cent greater than the amount written bv 
agents who had not taken the course#n'10' 
(14) Ibid, p. 327 (15) H. D. Kitson, Com. Ed. in Secondary School, p# 236 
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In the field of retail selling, we have many stores 
in the larger cities that have maintained regularly organized 
classes for training employees in service, R* H. Macy estab¬ 
lished this type of work in 1913, and continues to have one 
of the most outstanding training programs in the country. 
Many of the larger stores in most of our metropolitan cities 
have adopted similar plans* Another type of work that has 
proved invaluable in the training for sales work is the part- 
time cooperative course* Due to the small number of employ¬ 
ees in the average store in the smaller cities, it has not 
seemed advisable to organize classes for training sales 
groups* Most of the training in these places comes by the 
trial and error method, with the follow-up criticism and 
suggestion by the person responsible for the personnel of 
the store* In some cases Mshopping services” are employed 
to ^shop” the various sales persons and then from these re¬ 
ports the personnel director determines weaknesses and en¬ 
deavors to give individual help and instruction* 
(4) Scholarship in Selling—In a recent discussion 
of the basis of selection for sales work, Rowse calls atten¬ 
tion to studies made by Dr* V* V. Anderson, and 
Johnson 0*Connor, and also to some of his own findings in 
Boston* Mr* Rowse found that ”out of a group of one hundred 
and seventy-eight graduates of a cooperative salesmanship 
course, only eleven percent of those whose scholarship record 
in school averaged above MBM were discharged, while sixty- 
one percent of those whose average was below MC” were dis- 
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charged*^ He further states that, "superior intelligence 
seems to be of less importance in determining success in sell¬ 
ing than one would naturally expect* In my study, the I* Q,* 
of the group discharged was almost exactly the same as the I** 
Q* of the group retained in employment* Of 36 girls with an 
I. Q. of 85 or under, 60 percent were able to hold their jobs. 
Dr* Anderson found that, ,fthose with an I* Q* of 110 or over 
were distributed in the low—cost and in the high-cost groups- 
in about the same proportion as they were distributed in the 
entire store. 
In his study he divides a group of salespeople into 
three parts as follows: ”25 percent in the low-sales cost 
group, 50 percent in the medium-sales cost group, 25 percent 
in the high-sales cost group*” Mr* 0lConnor f,made a study of 
sales .records and types of personality of eighty house-to- 
house salesmen,^19)and found that the "extremely objective 
(extrovert)” salesman made an average of 92 sales while the 
"somewhat subjective (introvert)” made only 45 sales "during 
a period of six months*” 
(5) Traits Required in a Salesman--Knoxreports 
the qualities considered essential to success in salesmen by 
the National Cash Register School of Salesmanship. This 
(16) E* J* Rowse, Balance Sheet, Jan* 1939, Southwestern Pub* 
Co., p. 219 
(17) Ibid, p. 220 
(18) Ibid, p. 220 
(20) STfe Knox, Science and Art of Selling, p. 523. 
n(17) 
school, organized in 1894, 
qualities listed are: 
18 
has been most successful# The 
1# Health 6# 
2# Honesty 7# 
3. Ability 8. 
4# Initiative 9# 
5# Knowledge of business 10# 
Systematic industry 
Tact 
Open-mindedness 
Sincerity 
Enthusiasm 
Seventeen negative traits were also analyzed^2-*-) as follows: 
1# Lack of tact 10# Unclean office and poor 
2# Slovenliness and displays 
careless dress 11#No window displays 
3# Does not intelligent- 12# 
ly answer questions 
4# Lack of ability 13# 
5# Awkardness 
6# Lack of dignity 14# 
7# Failing to get the 
prospect to look at 
his goods 15# 
8# Indiscreet answers 
9# Improper use of adver¬ 
tising 16# 
17. 
Doesnft understand regis¬ 
ter, can!t explain it 
Doesnft understand the 
prospect*s business 
Doesn*t keep up with the 
new arguments and informa¬ 
tion the company furnishes 
Doesn*t show low priced as 
well as high priced 
registers 
Failure to cooperate with 
the company*s advertising 
Failure to say or do the 
things in the best way 
Norton^22), employment manager and a former director 
of the Prince School of Salesmanship, lists the following as 
requisite to success in selling: 
1# Good health 
2# Correct posture 
3# Business dress 
4. Cleanliness and neatness 
5# Good appearance 
The characteristics which seem of greatest value t 
in dealing with customers are: 
1# Alertness 5# Honesty 
2# Enthusiasm 6# Graciousness 
3# Self-confidence 7. Fair-mindedness 
4* Self-control 8# Tact 
(21) Ibid, p# 324 
(22) Helen H# Norton, Retail Selling, Rev# Ed#, pp# 20-37 
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She also lists cooperativeness, accuracy, quickness, sense of 
responsibility, imagination, good taste# 
Necessary personal qualities are listed by Read^2^ 
as: 
1. Health 
2. Personal appearance 
3# Forceful speech 
He says, "fundamentally, the salesman* s success, like that of 
every other man, depends upon his fspirit* and his soul,” and 
lists the following as qualifications: 
1# Ambition 
2# Patience 
3# Determination 
4# Perseverance 
5# Tact 
6* Cheerfulness 
7• Hard work 
8# Responsibleness 
90 Self-confidence 
10# Vision 
11# Honesty 
12# Morality 
In attempting to advise those who would engage in de¬ 
partment store selling, Cooley, Rodgers and Belman^4) advise 
that one should have: 
1. Mental alertness 5# Honesty 
2# Enthusiasm 6# Faithfulness 
3. Ability of experience 7# Initiative 
4. Tact 8# Cheerfulness 
The salesperson* s ,fcapital** according to 
Rowse^25^ lies in the following: 
1. Personality 7. Tact 
2# Appearance 8# Courtesy 
3. Health 9# Loyalty 
4. Honesty and truth¬ 10# Enthusiasm 
fulness 11. Memory 
5. Industry 12# Initiative 
6# Language and voice 
(23) Harlan E. Read, Read*s Salesmanship, pp# 129-153 
(24) Cooley, Rodgers and Belman, My Life Work, p#143 
(25) Walters & Rowse, Fundamentals of Retailing, pp# 37-56 
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According to Norton(^6)^ "since the success of a high 
school course in retail selling and its standing with the 
merchants are largely conditioned by the type of students who 
take it, the selection of applicants is an important matter# 
The points to be considered are as followsi 
1# Age, Sixteen years should be the minimum# 
2# Health# Health should be good# Store work de¬ 
mands the strength and vitality of a good con¬ 
stitution# The condition of lungs, back and 
feet should be especially considered. 
3# Size# Size should be at least average# It is 
difficult to place undersized boys and girls 
in selling positions# 
4# Appearance# Applicants should be able and 
willing to meet the accepted standards of 
business in this regard. Personal cleanliness 
and neatness and suitability of dress are 
requisite# 
5# Occupational Fitness# This is largely a matter 
of personality# 
Favorable qualities are 
Social temperament Liking for activity 
Helpful spirit Ability to handle 
Alertness detail 
Unfavorable qualities are 
Shy, retiring dis- Extreme sensitive- 
position ness 
Slowness of thought Inability to handle 
and motion detail 
Snobbishness 
6# Interest in Store Work. The teacher should find 
out the pupil*s reasons for wishing to take the 
course and decide on their worthiness# 
7# School Record. This should be examined and the 
pupil* s teachers of the previous year consulted 
for any light they might throw on the individ¬ 
ual application# 
(26) H# D# Kitson. Com. Ed. in Secondary Schools, p# 223 
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In a survey made in Grove City, Pennsylvania, the 
following qualities were listed by employers as essential 
in the salespeople they hire: 
Courtesy 
Tactfulness 
Personal neatness 
Enthusiasm 
Aggressiveness 
Friendliness 
Use of good English 
Neatness in work 
Self-possession 
Pleasing voice 
Originality 
Imagination 
”ln the list of qualities which they disliked, the 
most outstanding one was indifference to the customer* It 
was placed first by every business man interviewed. The 
others most frequently listed were: 
Lack of interest in work 
High-pressure salesmanship 
Inability to follow instructions 
Carelessness”'™' 
That there is little standardization in the deter¬ 
mining aptitude for selling is brought out by Rowse.^2®^ 
One of the largest, best-known and 
progressive retail stores in the country 
rates its salespeople under the follow¬ 
ing headings: (a) appearance, (b) manner, 
(c) industry, (d) knowledge of merchan¬ 
dise, (e) cooperation. Another large 
store bases the estimate of a sales¬ 
person^ value on the following points: 
(a) intelligence, (b) dependability, 
(c) appearance, (d) selling ability, 
(e) stockkeeping ability. A third large 
store uses the following headings in rat¬ 
ing its salespeople: (a) approach to cus¬ 
tomer, (b) interest in work, (c) courtesy, 
(d) cooperation, (e) salesmanship, (f) 
care of stock, (g) knowledge of store sys¬ 
tem, (h) personal neatness, (i) health, 
(j) attendance. A fourth store, large and 
well-known, rates all its non-executive 
(27) Virginia Perrine, Ninth Yearbook, E.C.T.A. 1936, p. 226 
(28) E. J. Rowse, Balance Sheet, Jan., 1939, Southwestern 
Pub. Co0, P# 219 
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employees by the same plan, selling and 
non-selling employees alike* An eval¬ 
uation of the basic qualities that con¬ 
tribute to a natural aptitude for sell¬ 
ing is woefully absent from everyone of 
these rating plans* 
In this same discussion, Rowse makes the following 
comments 
Selection and employment of the sales 
force is an extremely important function 
of store management* Some of the best 
minds in the retail field and in the field 
of psychology have been giving their keen¬ 
est thought to research in the attempt to 
determine what distinguishes a good sales¬ 
person from a poor salesperson. Effort is 
being made to find a scientific substitute 
for the ntrial and error,! method which is 
now used by most stores in their employ¬ 
ment departments* 
A study of the plans for rating sales¬ 
people in large stores will reveal the fact 
that employment departments have no accurate 
conception of the essential basic factors 
of personality which are conducive to 
success in selling. In most cases, there 
is no definite analysis of the fundamental 
causes of success or failure, and the rat¬ 
ing plan is as applicable to clerical 
workers, bundle girls and delivery men as 
it is to salespeople. The particular 
knowledge or skill which is rated is some¬ 
what different, but there is no place in 
most rating schemes for measuring the apt¬ 
itude for selling. 
While these citations by no means exhaust the field 
of investigation of the subject they represent a fair cross 
section of what has been done and at the same time should 
make us realize the tremendous problem that faces those who 
would prepare high school pupils for this type of work* 
STATEMENT OF PROBLEM AND 
SUMMARY OF PROCEDURE 
CHAPTER III 
STATEMENT OP PROBLEM AND SUMMARY OP PROCEDURE 
As indicated before, the general field of this study 
was that of the Commercial Curriculum in a Secondary School# 
The study attempted to contact as many sources as possible 
in an endeavor to get a consensus of opinion as to what should 
be done to train pupils most effectively for commercial occu¬ 
pations# The field of Retail Selling was chosen for particu¬ 
lar attention# 
(1) Statement of Problem—What are the qualities 
requisite for success in retail selling and what training 
should be most efficacious in developing these qualities? 
(2) Subjects and Materials-—Check lists were pre¬ 
pared and distributed to several groups of peoples 
1# Employers of Brockton-—-100 
2# Employers outside Brockton-20 
3# Employees in Brockton-------125 
4# Schools in Massachusetts--- 38 
Sample check lists may be found in the appendix# 
(3) Procedure—The several steps undertaken in this 
study were as follows: 
1# Interviews with employers, schoolmen and Chamber 
of Commerce regarding many points to be studied# 
2# Review of literature to determine qualities 
looked for in salesmen* 
3# Con 
3# Construction of check lists on the basis of 1 
and 2 * 
4# Pinal check on check list by interviewing se¬ 
lected employers. Secretary of Chamber of Com¬ 
merce, head of Retail Sales Division of the 
Chamber and others# 
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(5) Administering the check list* Approximately 
fifty percent were personal interviews and 
the remainder were sent by mail* 
(6) Follow-up letters were sent to those not re¬ 
sponding to the first appeal* For those in 
Brockton, part of the follow-up was done by 
means of the telephone* 
An analysis of the results of the checking and 
further details of procedure may be found in the following 
chapters. Separate chapters will be devoted to the separate 
check lists* 
i 
ANALYSIS OP DATA FROM EMPLOYEES 
CHAPTER IV 
ANALYSIS OP DATA PROM EMPLOYEES 
Over one hundred check lists were administered to 
sales employees of the retail stores of Brockton# Approxi¬ 
mately one-half were personal interviews, while others were 
administered by pupils, teachers, and friends# A few were 
sent through the mail# Ninety, or approximately eighty per¬ 
cent of these lists, were checked and returned. The check 
list. Form B, is found in Appendix 1. An analysis of the re¬ 
plies, arranged under appropriate headings, follows. The 
headings correspond to the sections in the check list. 
(1) Personal Data—Of the ninety replies, thirty- 
eight were received from female employees and fifty-two from 
male. The extent of their education w&s as follows: 
63 were graduates from High School (26 female - 
37 male) 
21 did not complete High School (9 female - 12 
male) 
6 did not reply to this question (3 female - 
3 male) 
Of the sixty-three High School graduates, twenty-one had either 
special sales training or were graduates of some college or 
school of advanced standing, while the others were distribu¬ 
ted as follows: 
38 had no training 
4 made no answer with respect to training 
3 had special training for particular job 
3 had special training by company schools or 
supervisors 
2 were graduates from Normal School 
5 took correspondence courses 
5 were college graduates 
3 were graduates of School of Accounting and 
Business Management 
27 
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Of those not completing High School only 5 had special train¬ 
ing* Of the remainder: 
16 took no course whatever 
1 went to Business College 
1 had special training, hut did not specify where 
2 had special training in company schools 
1 took correspondence course in salesmanship 
Only 26, or 28*88$ of all those who responded, had any special¬ 
ized training other than experience for their work* A further 
analysis of these figures shows hut little difference in the 
education and training of male and female employees* There 
were nine males and seven females who did not complete high 
school and who had no special training* The experience of 
the men ranged up to twenty-one years* Three of the men list¬ 
ed themselves as manager or assistant manager. In most cases 
experience was not listed or was too indefinite to he of 
value in this study. Of the five who did not complete high 
school hut who had other training, there were three males 
and two females. Of these: 
1 was a training supervisor 
1 was a chief clerk 
2 were managers 
1 was a sales clerk 
Of those who took correspondence courses, there were four 
males; two are salesmen and two are managers* Both of those 
who attended normal school were females* One had taught two 
years and one for three years. Of those that had company 
training, there were two males and one female. Two are 
salespersons and one male lists himself as contact man# Of 
the high school graduates who made no answer to the training 
question, there were three females and one male# 
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1 female is a buyer 
1 female is a bookkeeper and sales clerk 
1 female does selling 
1 male has been a salesman 
Of the high school graduates who had no training, there were 
twenty-two males and sixteen females# 
Females Males 
10 are clerks 15 are clerks 
1 is a department head 4 are managers 
1 is an assistant manager 1 is a. buyer 
lisa manager 
Others did not specify present status# 
Not enough information was given on previous employment to 
be of any value# Experience varied greatly in both quantity 
and quality# Several had been in the present employ as 
salespersons for twenty years. In instances where skills 
are involved, as in meat cutting, promotion to manager of 
department is quite frequent. Much of the training and ex¬ 
perience of salespersons previous to selling was not even 
remotely connected with the sales field# In the majority of 
cases, those graduating from college or professional schools 
held some type of executive position# 
(2) Necessary Physical and Mental Qualifications— 
In this section were considered those qualifications which 
might possibly affect a persons success in selling# These 
will be considered in turn# 
(2a) Physical Qualifications—The returns from this 
secion of the check list are found in Table I# From Table I 
it appears that the most important considerations, from 
point of view of sales clerk, are posture, general health 
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TABLE I 
The Physical Characteristics Checked by Employees as 
Being Necessary in Retail Selling, Analyzed for Particular 
Types of Stores 
Characteristic No# G&F 
* i
i
 
•
 
o
 Eat Wear Dep. 
D-G 
Mis# 
Height 63 13 7 3 8 19 13 t 
Weight 60 12 7 2 8 19 12 
Posture 81 14 7 3 14 24 19 
Strength 70 14 7 4 11 21 14 
General Health 87 14 7 4 16 26 20 
Eyesight 85 15 7 3 15 26 19 
Voice 86 14 7 4 16 25 20 
Manual Dexterity 44 9 5 9 12 
Total Answers 90 15 7 4 16 27 21 
*G&F is Grocery and 
Eat - Lunch Room, 
Food 
etc# 
Stores 
wear — waj 
Dept# and D-G - Department and Dry Goods Stores 
Mis# - Miscellaneous including all retail stores not 
included in other classifications# 
Reads Out of ninety replying, sixty-three considered height 
an important factor, and of this number, thirteen 
worked in Grocery and Food stores, seven worked in 
Auto Supply „stores, etc# 
and voice# In commenting on the characteristics, the quali¬ 
ty demanded for each of these was at least one degree higher 
than for the others listed, e# g., posture was specified as 
"good*1, as compared with "average" for some of the other 
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items, or, voice might have been designated as 11excellent” 
while the others were marked “good.” With respect to height 
and weight, most comment was to the effect that both should 
be average with weight in proportion to height. In the case 
of grocery and automotive supply stores, the requirements 
were for a somewhat taller and more rugged person. The mini¬ 
mum height specified by anyone was 5*5”. Where comment was 
given, the standard set for strength and eyesight was average 
to good in all but a very few cases. Less than half of those 
replying paid any attention to the item of manual dexterity. 
It is presumed, of course, that an awkward or clumsy individ¬ 
ual would not be acceptable in a position of this kind. t 
The uniformity of requirements for both men and women in the 
field is shown from the following information and comment 
taken from the lists. 
Female 
Height - normal, medium, 5*3” to 5*5” 
Weight - normal, average, 120 to 140 
Posture - good, straight, (marked when others 
were omitted) 
Strength - average or good, normal 
Health - marked by practically all, “good” 
Eyesight - good in all instances, starred by 
dry goods and similar stores 
Voice - pleasing, clear, moderate tone, well 
modulated, starred by many 
Manual Dexterity - either not understood or 
not important for many did 
not even check the item 
Male 
Height - normal, medium, when specified recommend¬ 
ed 5*8” to 6* 
Weight - avoid extremes, in proportion to height 
Posture - straight, good, erect 
Strength - average, reasonable, good, ordinary 
Health - good; Eyesight, good; Voice - well modu¬ 
lated, pleasing, pleasant 
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There seems to be little difference in requirements of stores 
of varying sizes. Apparently many of the answers were merely 
a reflection of the individual making them# 
(2b) Mental Qualifications^- The results for mental 
qualifications are found in Table II# 
TABLE II 
Mental Qualifications Checked by 
Employees as Essential to Success in Selling 
No# G&F Auto Eat Wear Dept# Mis. 
Sup# D-G 
Intelligence Rating 69 12 6 4 15 
Job Qualifications 36 532 8 
Total Answers *90 15 7 4 16 
*See Table I for interpretation of data 
15 17 
13 5 
27 21 
With few exceptions the intelligence rating desired was 
marked as wgood,f# Only thirty-six out of ninety specified 
any special qualifications and those listed were all of a 
very general nature, such as 
Able to follow instructions 
Personality 
Willingness to work 
Friendly feeling toward people 
Ability to adapt oneself to conditions 
The lack of answers would lead one to believe that the question 
was not too clearly understood by all# Of the thirty-six 
answers, twenty-two were from men and only fourteen from 
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women# The remarks noted with respect to these personal and 
mental qualities were* 
Mental Qualifications 
Female 
95$ on ordinary test 
average or better 
good 
common sense 
normal - 30 to 100$ 
mentality should be high 
Job Qualifications 
Female 
Self-confidence 
good 
neat appearance 
ability to adapt oneself 
ambition 
Although there appears to be a 
Male 
high 
A or B 
average 
over 50$ 
100$ 
A-l 
80$ 
good 
Male 
should be fitted to work 
important 
average 
normal 
excellent 
alert and able to carry 
out orders 
knowledge of job sought 
or willingness to learn 
love of work and a friend¬ 
ly feeling toward people 
average personality 
willingness to learn 
experience 
ability and willingness 
feeling among some employees 
that there is a necessity for qualification in both respects 
little has been done to analyze the demands and to establish 
any standards# 
(3) Personal Attitudes—Conversation with many 
people suggested that the question of personal attitudes 
frequently affected success in selling# These are considered 
in this section under several headings# 
3a. Dress. The returns from the section on style 
and care of clothes are found in Table III# 
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TABLE III 
The Attitude Toward Dress and 
the Care of the Clothing as Checked by Employees 
•
 
o
 
£5
 
g&f Auto 
Sup. 
Eat Wear Dept. 
D-G 
Mis. 
Style of Clothes 82 13 7 3 14 26 19 
Care of Clothes 82 15 6 4 13 23 21 
Total Answers 90 15 7 4 16 27 21 
Ninety percent of those answering considered these items as 
important* Of the other ten percent, many, by suggestions 
and otherwise, showed that they believed that dress is an 
important item* The following qualities were specified: 
Style of Clothes 
Male 
6 said plain and neat 
29 said conservative, not 
flashy 
1 said sensible 
3 said conventional 
4 said up-to-the-minute 
2 said modern 
1 said uni forms should 
be worn 
2 said smart 
4 were blank 
Care of Clothes 
Male 
6 said clean and pressed 
26 said neat and clean 
2 said perfect care 
1 said immaculate 
4 said good 
1 said clean 
8 checked the item 
2 were blank 
Female 
3 said tailored 
12 said conservative 
11 said plain and neat 
4 said good taste 
4 said business-like 
1 said not extreme 
1 marked it as im¬ 
portant but did not 
comment 
4 were blank 
good clothes specified 
Female 
16 said neat and clean 
4 said very good care 
5 checked the item 
1 said excellent 
5 said clean and well pressed 
1 said well kept 
1 said important 
1 said good 
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3b. General Appearance. The results of the check¬ 
ing by employees on items on general appearance appear in 
Table IV. 
General Appearance as a 
TABLE IV 
Factor in Successful Salesmanship 
Items No. G&F Auto Eat Wear Dept. Us. 
Hair 89 15 7 4 16 26 21 
Hands 88 15 7 4 15 27 20 
Nails . 89 15 7 4 15 27 21 
Teeth 89 15 7 4 16 26 21 
Face 56 10 5 2 10 17 12 
Cosmetics 64 14 3 5 10 20 12 
Cleanliness 69 12 5 3 12 24 13 
Total Answers 90 15 7 4 16 27 21 
The figures In Table IV were distributed thusj 
Male 
Hair 
1 said haircut 
22 said brushed or well 
groomed 
1 said good 
23 said neat 
5 checked the item 
1 said perfect 
1 gave no answer 
Hands 
1 said good 
34 said clean and 
conditioned 
1 said no rings 
10 said neat 
Female 
19 said neat 
11 said well groomed 
1 said short 
5 checked the item 
1 gave no answer 
8 said well kept 
22 said clean 
1 said neat 
1 said well cared for 
5 checked the item 
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Male 
Hands continued 
1 said smooth 
4 checked the item 
1 said perfect 
2 gave no answer 
Nails 
8 said good care 
33 said clean and cut 
6 checked the item 
2 said good condition 
1 gave no answer 
Teeth 
1 said white and even 
32 said clean or neat 
2 said excellent 
9 s aid good condition 
5 checked the item 
1 said perfect 
2 gave no answer 
Face 
8 said a clean shave 
12 said clean 
8 said clear 
3 checked the item 
1 said perfect 
2 said pleasant, cheerful 
2 said important 
18 did not answer 
Cosmetics 
19 said moderate 
4 said no 
1 said immaterial 
1 said little 
5 said yes 
21 gave no answer 
Cleanliness 
28 said essential 
2 said clean 
3 said A-l 
7 checked the item 
2 said good 
1 said perfect 
9 gave no answer 
Female 
gave no answer 
said no bright polish 
said clean 
said cared for 
said natural 
said neat 
said good condition 
said well kept and brushed 
said clean 
said neat 
checked the item 
said clear 
said clean 
said healthy 
said no blemishes 
checked the item 
gave no answer 
said yes 
said very little 
said moderate 
said sparingly 
said natural look 
checked the item 
gave no answer 
said always 
said very important 
said very clean 
said 100% 
said yes 
said above average 
checked the item 
gave no answer 
1 
4 
12 
11 
2 
2 
8 
9 
11 
2 
7 
2 
10 
1 
1 
3 
20 
1 
9 
17 
2 
1 
1 
6 
1 
16 
2 
1 
1 
1 
8 
8 
37 
3c* Moral Standards* What do salespersons think of 
moral standards and their work? Their opinions appear in 
Table V. 
TABLE V 
Moral Standards to be Respected by 
Salespersons According to Their Own Checking 
No. G&F Auto 
Sup. 
Eat Wear Dept* 
D-G 
Mis. 
Honesty 87 15 7 3 16 25 21 
Regard others 77 14 7 2 12 25 17 
Gambling 61 10 6 3 10 17 15 
Stock market 55 10 5 2 10 15 13 
Lotteries 60 10 6 4 10 16 14 
Number pools 54 10 6 4 7 14 13 
Races 57 12 6 4 7 15 13 
Liquor 68 14 5 4 11 17 17 
General Morals 70 14 7 4 11 20 14 
Total Answers 90 15 7 4 16 27 21 
A summary of the opinions concerning attitude toward each 
item shows the following: 
Gambling 60 said none 
28 no answer 
2 question 
Stock market 54 no 
31 no answer 
5 question 
Races 52 no 
34 no answer 
1 O.E* 
3 questions 
Liquor 51 no 
16 moderation 
22 no answer 
1 question 
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Lotteries 59 no General 55 good 
29 no answer morals 13 excellent 
2 question 22 no answer 
Number pools 35 no answer 
52 no 
2 question 
1 O.K. 
Those listed as ,,question,, thought that within reasonable lim¬ 
its the practices might be permissible provided they did not 
interfere with business* The same attitude was expressed by 
those who would countenance a moderate use of liquor. Practi¬ 
cally all of those replying realized the importance of hon¬ 
esty and a sincere regard for the property of others© Al¬ 
though more than sixty percent opposed any form of gambling 
or the use of liquor at any time, there was a large number 
(twenty-four percent in the matter of liquor and general 
morals to about forty percent on the question of number 
pools)9 who did not commit themselves. A comparison of the 
ssues followsj 
Male 
35 said necessary 
5 said important 
2 said above all else 
1 said especially to 
employer 
9 checked the item 
2 put a question mark 
1 gave no answer 
25 said necessary 
7 said important 
2 said good sport 
3 said considerate 
2 said as if own or 
above 
7 checked the item 
8 gave no answer 
attitudes of men and women on these : 
Female 
Honesty 12 said very necessary 
5 said yes 
1 said above reproach 
1 absolute 
1 said always 
2 said high 
4 said important 
13 checked the item 
1 gave no answer 
Regard 4 said considerate 
others 5 said yes 
5 said necessary 
1 said thoughtful of 
others 
2 said careful 
4 said important 
14 checked the item 
3 gave no answer 
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Female 
Gambling 22 said no 
16 gave no answer 
Stock 20 said no 
market 1 checked the item 
17 gave no answer 
Male 
37 said no 
1 said moderate 
1 put question mark 
1 checked the item 
12 gave no answer 
27 said no 
1 said yes 
2 said moderate 
1 put a question mark 
3 checked the item 
18 gave no answer 
Pools 19 said no 33 said no 
19 gave no answer 1 said not harmful 
1 said moderate 
1 put question mark 
18 Save no answer 
Races 18 said no 31 said no 
1 said en t er t ai nmen t 1 said after store 
19 gave no answer hours 
1 said moderate 
1 put a question mark 
17 gave no answer 
Liquor 22 said no 1 said never in busi- 
1 said not on job ness 
1 said very little 1 said not on job 
14 gave no answer 32 said no 
12 said moderation 
7 gave no answer 
General 15 said good 4 said above reproach 
morals 1 said average 28 said good 
3 said very good 1 said all important 
3 said high 3 said clean 
2 said excellent 1 said honesty 
2 checked the item 3 said excellent 
12 gave no answer 1 said decency 
2 checked the item 
■ \ 9 gave no answer 
3d. Religion and Church Affiliation. Because of the 
variety of answers and also because of the large number who 
failed to check or answer parts of the question, it seemed 
inadvisable to use a chart to show the results* The follow¬ 
ing facts were gleaned from the array of answers* 
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Church Attendance 
38 answered yes 
14 checked the Item 
19 no answer 
Church Membership 
28 answered yes 
31 no answer 
10 optional 
6 immaterial 
4 good or commendable 
7 optional 
2 an aid 
4 desirable 
10 checked the item 
2 an aid 
5 immaterial 
No Church Affiliation 
13 said immaterial to success 
11 said some church affiliation desirable 
65 did not answer 
1 checked the item 
One suggested as comment on this topic, that 
we should get "friends through business, not 
business through friends." 
Men and women had slightly different views on this subject and 
we present these for examination# 
Church Attendance 
Church Membership 
No Church 
Affiliation 
Male 
23 yes 
2 immaterial 
10 no answer 
1 good 
7 checked item 
2 c ommendab1e 
7 optional 
4 desirable 
18 yes 
12 no answer 
8 checked item 
10 optional 
6 undesirable 
34 no answer 
12 immaterial 
Female 
4 immaterial 
2 aid 
7 checked the item 
9 no answer 
15 yes or necessary 
1 good 
10 yes 
2 aid 
5 immaterial 
19 no answer 
2 checked the item 
5 should have some 
31 no answer 
1 checked the item 
1 immaterial 
(4) personal Habits—Presumably personal habits have 
much to do with success in selling. The checking, by sales¬ 
persons, of the several items in this section appears in 
Table VI# 
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TABLE VI 
Personal Habits Considered by 
Employees as Necessary to Successful Selling 
Item 
h
 
•
 
I
 
o
 G&F Auto 
Sup. 
Eat Wear Dept. 
D-G 
Mis. 
Punctuality 87 15 6 4 16 26 20 
Industry 75 13 7 2 13 25 15 
Cheerfulness 89 15 7 4 15 27 21 
Cooperation 81 13 6 3 14 27 18 
Courtesy 88 14 7 4 15 27 21 
Honesty 86 14 7 3 15 26 21 
Interest 86 15 7 4 15 26 19 
Reliability 82 15 6 3 15 26 17 
Loyalty 82 13 7 4 14 25 19 
Attention to detail 78 13 5 4 13 25 18 
Keen observation 78 13 7 3 114 24 17 
Sense of humor 78 14 6 3 12 24 19 
Total Answers 90 15 7 4 16 27 21 
Prom Table VI it can readily be seen that most of the habits 
listed were considered as most advantageous to one planning 
to be a successful salesperson. All but four of the items 
were listed as necessary by ninety percent or more of those 
to whom the list was administered. Cheerfulness, courtesy 
and punctuality are apparently considered to be the most 
important of the group. 
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Personal habits as considered by men and women employed in 
selling are here listed. 
Punctuality 
Female 
9 necessary 13 
27 checked item 36 
2 gave no answer 3 
Male 
necessary 
checked item 
gave no answer 
Industry 9 necessary 13 necessary 
22 checked item 31 checked item 
7 gave no answer 8 gave no answer 
Cheerfulness 
Cooperation 
Courtesy 
Honesty 
9 necessary 
28 checked item 
1 gave no answer 
9 necessary 
25 checked item 
4 no answer 
9 necessary 
28 checked item 
1 no answer 
9 necessary 
27 checked item 
2 gave no answer 
13 necessary 
39 checked item 
13 necessary 
33 checked item 
6 gave no answer 
13 necessary 
39 ehecked item 
13 necessary 
38 checked item 
1 gave no answer 
Interest 9 necessary 14 necessary 
28 checked item 36 checked item 
1 gave no answer 2 gave no answer 
Reliability 
Loyalty 
9 necessary 
26 checked item 
3 no answer 
9 necessary 
28 checked item 
1 no answer 
14 necessary 
33 checked item 
5 gave no answer 
14 necessary 
32 checked item 
6 no answer 
Attention to detail 9 necessary 
26 checked item 
3 no answer 
14 necessary 
29 checked item 
9 no answer 
Keen observation 9 necessary 
25 checked item 
4 no answer 
15 necessary 
30 checked item 
7 no answer 
Humor 9 necessary 
23 checked item 
6 no answer 
13 necessary 
32 checked item 
5 no answer 
2 not two much 
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(5) Job Qualifications--In tills section were placed, 
several special qualifications which might be needed by these 
employees* Their checking results are found in Table VII* * 
TABLE VII 
Mastery of Certain Techniques and Possession 
of Job Qualifications Demanded of Salespersons 
No* G&F Auto 
Sup* 
Eat Wear Dept* 
D-G 
Mis 
Telephone 55 13 7 4 12 23 16 
Penmanship 79 15 6 4 12 26 16 
Business forms 74 13 7 2 12 25 15 
Spelling 74 12 7 2 11 26 16 
Arithmetic 82 15 7 4 14 25 17 
Gen, Clerical Ability 74 15 6 3 13 22 15 
Ability to meet people84 15 7 4 15 24 19 
Studious habits 71 14 6 2 11 19 19 
Ability to react 
quickly 
74 13 6 3 12 23 17 
Total Answers 90 15 7 4 16 27 21 
Arithmetic and penmanship appear to be the most needed sub« 
jects in the preparation and the ability to meet people the 
most important qualification in this list* In classifying 
this material with respect to the degree of importance, we 
find that all are considered to be of ordinary or extreme 
value* There is some variation in the demand as between 
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these two degrees and also between the opinions of men and 
women with respect to the importance of certain items# 
These differences are set forth in the following: 
Telephone 5 
22 
9 
2 
Penmanship 1 
26 
9 
2 
Business forms 6 
25 
5 
2 
Spelling 2 
23 
11 
3 
Arithmetic 14 
21 
3 
General clerical 2 
23 
8 
5 
Meet people 8 
27 
3 
Studious habits 7 
21 
6 
4 
React quickly 1 
12 
20 
5 
Female Male 
slight 2 no answer 
ordinary 6 slight 
extreme 22 ordinary 
no answer 22 extreme 
slight 3 no answer 
ordinary 5 ordinary 
extreme 37 ordinary 
no answer 7 extreme 
slight 4 no answer 
ordinary 7 slight 
extreme 29 ordinary 
no answer 13 extreme 
slight 4 no answer 
ordinary 4 slight 
extreme 22 ordinary 
no answer 22 extreme 
ordinary 2 no answer 
extreme 1 slight 
no answer 25 
24 
ordinary 
extreme 
slight 4 no answer 
ordinary 5 slight 
extreme 34 ordinary 
no answer 9 extreme 
ordinary 3 no answer 
extreme 1 slight 
no answer 9 
39 
ordinary 
extreme 
slight 2 no answer 
ordinary 5 slight 
extreme 36 ordinary 
no answer 10 extreme 
slight 6 no answer 
ordinary 2 slight 
extreme 14 ordinary 
no answer 30 extreme 
(6) Who Should Enter Sales Work—The answer to this 
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question so far as employees are concerned is found in Table 
VIII# 
TABLE VIII 
The Positive and Negative Traits 
Checked by Employees to Show their Relative Value 
No. Gr&F Auto 
Sup. 
Eat Wear 
O
 
O
 
1 
CD ct
 
.
 Mis. 
Enjoys meeting people 86 13 7 4 16 26 20 
Easily depressed 1 1 
Fatigued easily 
Popular with school 58 10 5 1 12 17 13 
mates 
Participates in 55 13 6 10 16 10 
school activities 
has likes, dislikes 5 1 1 1 2 
lacks effort in 2 1 1 
undertakings 
poor study habits 2 1 1 
good citizen in schoo!63 14 5 3 11 18 12 
ability as leader 58 11 6 1 10 17 13 
scholarship excellent 24 ’ 7 3 8 6 
good 50 9 3 1 10 15 12 
average 35 7 3 3 5 11 6 
inquisitive mind 38 6 4 9 9 10 
self-confidence 68 13 7 4 14 13 17 
quick to sense fee- 70 12 6 3 14 19 16 
feelings of others 
appreciates fitness 64 11 4 3 14 19 13 
of things 
Total Answers 90 15 7 4 16 27 21 
The person who enjoys meeting people is considered by far the 
most likely to succeed. This is considered as far more im-» 
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portant tlian the ability to sense the reeling of others, which 
is followed in turn by self-confidence, appreciation of the 
fitness of things and good school citizenship, in that order# 
The figures relating to scholarship are explained by the fact 
that many specified a range, e.g#, "average to good” or "good 
to excellent" and mark the two degrees included. A further 
analysis showing the distribution by sexes follows: 
Female 
Enjoys meeting people 
9 yes 
1 no 
29 checked it 
Easily depressed 
10 no 
28 no answer 
Fatigued easily 
10 no 
29 no answer 
Popular with school mates 
5 yes 
3 unimportant 
17 checked it 
13 no answer 
Has poor study habits * 
7 no 
1 unimportant 
30 no answer 
G-ood citizen in school 
6 yes 
1 unimportant 
21 checked it 
10 no answer 
Ability as leader 
4 yes 
1 put question mark 
1 unimportant 
15 checked it 
17 no answer 
Scholarship 
7 good 
3 excellent 
9 average 
3 no difference 
5 no answer 
Participates in school activities Has inquisitive mind 
5 yes 3 yes 
3 unimportant 1 direction needed 
12 checked it 1 unimportant 
18 no answer 9 checked it 
24 no answer 
Has likes and dislikes 
14 no 
1 checked it 
28 no answer 
Appreciates fitness 
4 yes 
25 checked it 
9 no answer 
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Lacks effort in undertakings Has self-confidence 
9 no 5 yes 
29 no answer 1 some 
1 very 
23 checked it 
9 no answer 
Quick to sense others * feelings 
5 yes " ^ 
1 very 
26 checked it 
6 no answer 
Male 
Enjoys meeting people 
15 yes - — 
35 checked it 
2 no answer 
Easily depressed 
12 no 
1 question 
1 checked it 
37 no answer 
Fatigued easily 
1 question 
1 can he helped 
12 no 
2 checked it 
37 no answer 
Popular with school mates 
11 yes 
1 unimportant 
225 checked it 
15 no answer 
Lacks effort in undertakings 
1 yes 
12 no 
2 checked it 
37 no answer 
Has poor study habits 
10 no 
1 question 
1 may be good sales¬ 
person 
1 checked it 
39 no answer 
Good citizen in school 
12 yes 
24 checked it 
16 no answer 
Shown ability as leader 
13 yes 
25 checked it 
13 no answer 
Participates school activities 
9 yes 
2 unimportant 
22 checked it 
19 no answer 
Has likes and dislikes 
1 question mark, with tact 
12 no 
1 not disadvantage 
3 checked it 
35 no answer 
Scholarship 
3 good 
5 average 
4 excellent 
7 unimportant 
6 no answer 
Ha3 inquisitive mind 
12 yes 
2 no 
14 checked it 
24 no answer 
48 
Has self-confidence 
14 yes 
31 checked it 
7 no answer 
Appreciates fitness things 
13 yes 
1 question 
22 checked it 
16 no answer 
Quick to sense others* feelings 
14 yes 
1 no 
28 checked it 
9 no answer 
(7) Qualities Possessed by Employees when in High 
School—Check lists disclosed the following traits as they 
recalled their school experiencesz 
Male Female 
Enjoyed meeting people 10 5 
Sensitive to rebuffs and easily 
depressed 4 2 
Popular with school mates 9 5 
Participated in school activities 4 4 
Had decided likes and dislikes 4 
Good citizens in school 9 6 
Showed abilities as leader 3 3 
Scholarship was good 4 3 
Had inquisitive minds 6 3 
Were quick to sense feeling of others 6 4 
Had self-confidence 8 4 
Appreciated fitness of things 3 5 
Many did not answer this question, possibly due to 
modesty, poor memory, or failure to realize the purpose of 
the question. It will be seen that several possessed quali¬ 
ties which they now consider as a hindrance in selling* 
(8) School Studies found to be most Beneficial—The 
employees checked these items and the summary is found in 
Table IX. It must be realized that not all of those answer¬ 
ing the questions were in the commercial department of the 
high school, so that the figures on these courses may not be 
of too great value. It seems very important, however, that 
ninety percent listed oral English and Arithmetic as the two 
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most important subjects* Because or the absence of a sales¬ 
manship course in many high school courses of study, it did 
not seem advisable to include the subject in this list* 
TABLE IX 
Studies Considered Most Valuable in Preparation for Selling 
No. G&F Auto Eat Wear Dept. Mis. 
Sup. D-G 
English - oral 80 14 5 3 15 25 18 
written 38 6 6 1 5 12 8 
Spelling 68 12 5 3 11 22 15 
Arithmetic 81 15 6 4 13 26 17 
History 9 2 1 3 2 1 
Geography 12 3 2 1 3 2 1 
Commercial Law 15 4 2 3 4 2 
Bookkeeping 33 7 3 1 5 13 4 
Stenography 12 2 3 5 2 
Total Answers 90 15 7 4 16 27 21 
A detailed statement of the replies follows: 
Female Male 
Oral English 35 checked 45 checked 
3 blanks 2 blanks 
Written English 13 checked 25 checked 
24 blanks 8 blanks 
1 no 
Spelling 30 checked 37 checked 
8 blanks 4 blanks 
Arithmetic 36 checked 45 checked 
2 blanks 2 blanks 
History 2 
35 
1 
Geography 3 
34 
1 
1 
Commercial Law 3 
33 
2 
Bookkeeping 15 
22 
1 
Stenography 8 
22 
2 
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Female Male 
checked 11 checked 
blanks 
no 
10 blanks 
checked 8 checked 
blanks 
no 
some 
12 blanks 
checked 10 checked 
blanks 
no 
10 blanks 
checked 17 checked 
blanks 
no 
8 blanks 
checked 3 checked 
blanks 
no 
12 blanks 
Drawing lcchecked 
(9) What types of Person meet with the Best Response 
from a Customer—The employee has given us his ideas regard¬ 
ing this question, and these are set forth in Table X# The 
agreeable, considerate and refined persons were considered 
as ideal types in ninety percent of the replies* Energetic, 
active and steady in that order were classed as next impor¬ 
tant in the selection of a salesperson* As was to be expect¬ 
ed, the supposedly negative qualities received favorable con¬ 
sideration from only a very few, and in some instances no 
comment was made* These last doubtless were considered as 
wholly undesirable. 
(10) Demands on Bodily Strength—What part of the 
day should the salesperson expect to stand and what amount of 
lifting will be required in general? Replies from employees 
have been summarized in Table XI. 
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TABLE X 
The Type of Person Considered Able to get the 
Best Customer Response in the Various Types of Stores 
No. G&F Auto 
Sup. 
Eat Wear Dept. 
D-G 
Mis. 
Witty 59 12 6 3 10 15 13 
Energetic 76 15 7 3 13 20 18 
Persistent 31 6 3 5 5 12 
Retiring 6 1 2 1 2 
Garrulous 5 1 2 2 
Selfish 1 1 
Bull 
Languid 1 1 
Forward 29 7 7 5 4 6 
Quiet 39 9 3 3 4 10 10 
Considerate 82 15 7 3 14 25 18 
Vivacious 52 11 5 1 9 11 15 
Quick-tempered 1 1 
Refined 80 12 7 3 13 26 19 
Agreeable 83 15 7 3 13 26 19 
Impulsive 3 1 2 
Active 71 15 7 3 10 21 15 
Colorless 
Mild 53 12 5 3 9 11 13 
Coarse 
Surly 1 1 
Steady 70 15 7 4 10 19 15 
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Table X continued 
No. g&f Auto 
Sup. 
Eat Wear Dept* 
D-G 
Mis. 
Phlegmatic 
Total Answers 90 15 7 4 16 27 21 
TABLE ; xi 
The Demands of the Retail Store in 
the Matter of Lifting and Amount of Time which 
it is. Necessary for Salesperson to Stand During the Average Da 
No. G&F Auto Eat Wear Dept. Mis. 
Sup. D-G 
Hours standing 66 14 6 4 12 18 12 
Amount of lifting 
slight 19 3 2 1 3 5 5 
average 54 10 4 1 5 19 15 
much 10 3 1 1 1 4 
Total Answers 90 15 7 4 16 27 21 
Sixty-six of those answering this question considered that 
one planning to engage in retail selling should consider the 
fact that one must stand much of the time on such a job* In 
the matter of lifting, slight to average was specified as the 
prevailing amount demanded in general* Salespersons, mostly 
men, in some stores are apparently required to do consider¬ 
able of this* 
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10a. Hours Standing during Day 
Male 
3 said 6 hours 
22 said 8 hours 
9 were blank 
2 said long 
4 said 9 hours 
1 said 10 hours 
1 said 2/3 of time 
1 said no limit 
2 said 7 hours 
1 said 15 hours 
2 said 5 hours 
1 said 4 to 7 hours 
1 said 6 to 8 hours 
Female 
10 said 7 hours 
2 said 6 hours 
13 were blank 
8 said 8 hours 
1 said 5 hours 
1 said 9 hours 
1 said 8 to 10 hours 
1 said 6 to 8 hours 
1 said all day 
10b. Amount of Lifting and Carrying 
Male 
11 said slight 
33 said average 
3 were blank 
4 said much 
Female 
12 said slight 
19 said average 
2 were blank 
4 said much 
(11) How does Selling Compare with Other Types of 
Employment—Many and varied were the answers to this 
question. That, like every other job, there are advantages 
and disadvantages in this field of employment, was admitted 
very freely. Some of the factors to be considered are list¬ 
ed below and should answer the query of both the boy and the 
girl who would enter the vocation of retail selling. 
Female 
Advantages 
6 meeting people 
5 keeps mind and body alert 
1 better than average job ~ 
young person*s 
1 broadens one 
1 changing customs and styles 
of interest 
1 learn to get along with all 
types of people 
11 checked the item 
1 if good find work easily 
1 meeting people - broadening 
Disadvantages 
3 tiring 
1 stand all lay 
1 discouraging in poor 
times 
1 long Saturdays 
1 checked 
1 unreasonable customers 
1 sometimes most aggra¬ 
vating 
1 no more than other 
business 
2 none 
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Female continued 
Advantages 
1 clean and interesting 
No Answer - 14 
Pis advant ages 
1 demands much patience 
1 hold temper 
Male 
Advantages 
14 checked the advantages 
1 exceptional 
1 your own boss - own system 
1 steady work 
1 pleasant 
2 meeting people 
1 sure of employment, if good 2 checked 
Pi s adv an t ag e s 
1 wages uncertain 
3 long hours 
1 very few 
1 take abuse and no come¬ 
back 
1 long hours, slow advance 
1 all 
1 field limited in retail 
stores 
1 temper 
1 chance for contacts 
1 steady employment and 
advance 
2 unlimited if ambitious 
1 interesting, educational, 
new acquaintance 
2 leads to understanding people 
1 good if you have ability 
1 no 
1 paying job and clean way if good 
1 life blood of all business - alert 
2 keeps one alert 
1 more opening than any other job 
1 results depend on own ability 
1 always different problems to meet 
1 on firing line 
1 many 
No Answer - 13 
The general comment which follows was made by those cooperat¬ 
ing and is listed verbatim# 
Female 
If person is not interested in details of busi¬ 
ness, doing only required work, he will never 
make a salesman# 
Salesgirl must know everything about product, 
must be interested in work - useful to customer# 
Interesting work - requires fund of patience - 
alert to serve employer and customer# 
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Patience a virtue - acquire ability to adjust 
to conditions and temperaments* 
Be ready and willing to carry out orders of 
superiors but not afraid to offer suggestions* 
Ability to adjust to conditions* 
Should like people - meet all kinds. 
Pleasant personality to succeed* 
Course in retail selling good. 
Common sense and willingness to learn. 
Keen sense of responsibility - employer and customer* 
Any girl willing to work and agreeable can sell* 
One of most interesting and educational types of work. 
Course on approaching customers. Stress arithmetic 
and loyalty. 
Male 
Selling an experience valuable to persons in most 
any type of occupation. 
Good personality and interested in work. 
Give all arithmetic and fractions possible. 
Must have confidence and like dealing with people. 
Mix well and make people like you - read. 
Ability to take and carry out orders will learn 
to do easily. 
Sales course, etc. Study approach. Some special¬ 
ization. 
Ability to adapt to changing conditions and people. 
Must first sell self. Must know how to approach. 
Top in profession the aim. 
Respect for employer1s time necessary - manicure, 
etc. Must be good mixer - adapt easily. Unlimited 
opportunity for individual in competitive occupations. 
Socially adjusted. Carry out assignments. 
Willingness to work. 
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Study for particular field* 
Follow example of experienced* 
Give employer more than job calls for* Interested 
in his business. 
Ability to carry out orders promptly* Attention 
to foot comfort. 
Understand own product and competitor*s. High 
pressure thing of the past. Interested and hard 
working. Not the garrulous Dale Carnegie typ.e* 
Self in background - customer first* 
Realize demands of work - types of customer, etc. 
Salespeople have been most cooperative. Many parts 
were unanswered but those parts considered important were 
freely commented upon. 
The size of the store or the type of business made 
little difference in qualifications considered as necessary 
by both male and female employees. 
ANALYSIS OP EMPLOYER INFORMATION 
CHAPTER V 
ANALYSIS OP EMPLOYER INFORMATION 
Personal interviews with the employers in fifty retail 
stores of Brocton together with information received from 
others in the city through check lists administered by 
teachers and pupils, resulted in a very satisfactory response 
to the questions asked* Two distinct check lists. Forms A 
and A1 were used in this part of the study* Because of the 
fact that we desired to get employer and employee viewpoints 
on many questions, several of the sections in this form will 
be found to correspond with those in Form B* These lists 
will be found in Appendix 2 and 3 respectively* The analysis 
of Form A, under appropriate headings, appears in this chap¬ 
ter* Two classifications of the material have been made* 
One of these shows the demands of employers according to type 
of business and the other according to the size of the sales 
employment unit* These headings are arranged in the same 
order as are the queries in the check list* 
(1) Job Qualifications—The qualifications listed 
in this group were those which seem to be essential to this 
type of work. The results of the checking are fohnd in 
Tables XII and Xlla* This same information was tabulated 
according to comparative size of stores and also with respect 
to the degree of proficiency demanded in each type of store* 
See Table Xlla 
Employers evidently place “ability to meet people” 
at the head of the list of desirable qualities and then in 
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TABLE XII 
Job Qualifications Demanded 
by Employers of Retail Salespersons 
Item No. G&F Auto 
Sup. 
Furn. Wear Dept. 
D-G 
Mis. 
Ease with telephone 63 7 4 7 19 7 19 
Good penmanship 66 9 4 6 20 9 18 
Knowledge of busi- 55 4 4 5 21 8 13 
ness forms 
Ability to spell 63 7 3 6 18 10 19 
Ac curacy-arithme tic 73 9 4 7 23 11 19 
Ability to meet 79 9 5 7 26 13 19 
people easily 
Studious habits 55 7 4 3 18 7 16 
Ability to react 73 9 5 7 22 11 19 
quickly 
Total answers 83 12 5 7 26 13 20 
Read: 63 of the 83 who replied to this question considered 
ease in the use of the telephone important to sales¬ 
persons and of this group, 7 were grocery and food 
stores, 4 were automobile accessory stores, 7 were 
furniture stores, 19 were wearing apparel stores, 7 
were department and dry-good stores* All others were 
included as miscellaneous (mis.). 
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TABLE XII-A 
Job Qualifications Necessary in Stores of Different Sizes 
Item 1-3 4-9 10-19 20-49 °l§r 
Telephone S 5 1 1 1 2 
0 8 18 4 2 5 
E 6 13 3 2 3 
Penmanship S 2 3 1 1 
0 12 20 7 3 5 
E 4 9 1 1 4 
Business forms S 3 9 2 2 1 
0 6 14 4 3 8 
E 6 9 2 
Spelling S 2 6 1 2 
0 9 13 5 2 4 
E 5 13 2 1 6 
Arithmetic S 1 1 
0 2 11 2 1 12 
E 16 21 7 4 9 
Meet people S 1 1 
0 7 5 1 2 3 
E 14 27 5 3 6 
Studious habits S 3 5 1 1 3 
0 8 17 6 4 5 
E 4 7 1 2 
React quickly S 1 
0 3 5 3 1 4 
E 17 27 5 3 6 
Total answers 83 25 34 9 5 10 
Read: In the group of 25 stores employing from 1 to 3 sales- 
persons, 5 considered ease in use of telephone only 
slightly important, 8 of the same group thought it of 
only ordinary importance and 6 believed it to be ex¬ 
tremely so. 
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order of importance consider "ability to react to conditions 
quickly” and "accuracy in arithmetic”. The next desirable 
qualifications were good penmanship, ease in use of telephone 
and ability to spell. Many showed by the ratings that they 
considered all items to be essential. 
The same facts are brought out more clearly in 
Table Xlla. The majority consider all of the items listed 
above as of ordinary or extreme importance and in about the 
same respective order as shown in the classification by type 
of store in Table XII. 
(2) Qualities Outstanding in Successful Salespersons-— 
The demands of the employer with respect to personal habits 
have been summarized in Tables XIII and Xllla. 
The replies as received from stores employing groups 
of various size are tabulated in Table Xllla. 
From Tables XIII and Xllla, we find that courtesy, 
honesty and interest in work are the outstanding qualities 
considered necessary by employers. Next in importance to 
these are listed cooperation, reliability and cheerfulness 
with some slight difference in their relative ranking in the 
list. In the stores employing more than twenty people, we find 
loyalty listed on practically the same level as courtesy. 
Apparently in the larger stores it is much more necessary 
that this point be emphasized than in those stores employing 
fewer people. In that group employing four to nine persons, 
we find that twenty-three, the same number checking "cheerful¬ 
ness”, considered punctuality of great importance. This was 
also listed as very essential in the group employing more 
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TABLE XIII 
Personal Habits Found to be 
Outstanding in Successful Salespersons 
6  
Item No. GScF Auto 
Sup# 
Furn. Wear Dept. 
D-G • 
Mis. 
Punctuality 57 7 3 3 19 9 16 
Industry 47 6 3 3 17 6 12 
Cheerfulness 59 10 4 5 19 7 14 
Cooperation 66 12 4 6 21 7 16 
Courtesy 72 12 4 6 24 9 17 
Honesty 72 11 3 6 23 12 17 
Interest in work 71 12 4 4 24 12 15 
Reliability 63 11 3 5 21 9 14 
Loyalty 58 10 3 4 18 10 13 
Attention to details 58 10 2 6 20 8 12 
Keen observation 54 10 4 4 18 6 12 
Sense of humor 40 8 1 3 12 5 11 
Total answers 83 10 5 7 26 13 20 
than forty-nine* in which group eight considered punctuality, 
cheerfulness and reliability on a par. In the other stores, 
the item of punctuality was well down the list. With the 
exception of the larger stores, industry is not an important 
trait# Apparently due to the fear that a sense of humor may 
not be properly controlled, we find it at the bottom of the 
list in the opinion of most employers# 
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TABLE XIII-A 
Outstanding Qualities Possessed by Successful 
Salespersons in Employment Units of Various Sizes 
Item 1-3 4-9 10-19 20-49 over 49 
Punctuality 
\ 
18 23 5 2 8 
Industry 14 18 3 2 9 
Cheerfulness 20 23 7 1 8 
Cooperation 21 26 7 2 9 
Courtesy 23 27 8 4 10 
Honesty 22 29 9 5 9 
Interest in work 22 26 8 5 10 
Reliability 21 24 7 3 8 
Loyalty 18 20 7 4 9 
Attention to details 19 22 5 4 7 
Keen observation 19 20 6 2 5 
Sense of humor 15 16 4 1 5 
Total answers 83 25 34 9 5 10 
Read: In the group of twenty-five stores employing from 1 
to 3 people, 18 considered punctuality as an outstand¬ 
ing quality in their successful salespersons* 
(3) Types of Persons and Customer Response to Each- 
Customer response is vital in establishing proper sales rela¬ 
tionship. To get this response certain qualities must be 
present in the salesperson who makes the contact. The 
necessary qualities are considered in Tables XXV and XlVa* 
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TABLE XIV 
The Salesperson Employers believe get best Customer Response 
Item No. G&F Auto 
Sup. 
Furn. Wear Dept. 
D-G 
Mis. 
Witty 17 3 3 5 6 5 
Energetic 52 7 1 4 19 6 _ 15 
Persistent 11 2 6 3 
Retiring 2 2 
G-arrulous 
Selfish 
Dull 
Languid 
Forward 9 3 1 1 3 1 
Quiet 10 3 1 2 4 
Considerate 64 9 5 4 22 9 15 
Vivacious 14 10 4 
Quick tempered 
Refined 57 10 2 4 20 7 14 
Agreeable 63 9 4 5 19 10 16 
Impulsive 
Active 42 7 3 3 14 6 9 
Colorless 
Mild 7 2 1 1 3 
Coarse 
Surly 1 1 
Steady 45 7 4 4 16 3 11 
Phlegmatic 
Total answers 83 12 5 7 26 13 20 
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TABLE XIV-A 
Response as submitted by Employers of Various Sized Groups; 
Item 1-3 4-9 10-19 20-49 over 49 
Witty 10 5 2 
Energetic 15 24 5 3 6 
Persistent 4 4 1 2 
Retiring 2 
Garrulous 
Selfish 
Dull 
Languid 
Forward 6 2 1 
Quiet 5 4 1 
Considerate 17 29 6 5 8 
Vivacious 6 6 1 1 
Quick tempered 
Refined 17 23 6 5 6 
Agreeable 15 27 7 5 9 
Impulsive 
Active 13 15 8 1 4 
Colorless 
Mild 4 2 
Coarse 
Surly 1 
Steady 14 21 5 2 3 
Phlegmatic 
Total answers 83 25 34 9 5 10 
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With both favorable and unfavorable qualities from 
which to select those considered as desirable ones, we find 
that most employers demand that a person be considerate, 
agreeable, refined and to a slightly less degree energetic# 
In addition to these they would have a person who is steady 
and active# According to Tables XV and XVa., there seems to 
be little difference of opinion as to the necessary character¬ 
istics, but a considerable range exists in the relative im¬ 
portance of these items in the different types and sizes of 
stores# 
(4) Selection of Pupils whose Traits Indicate 
Capacity for Salesmanship--That we might be able to have some 
indicators in determining those students who should be ad¬ 
vised to take school courses preparatory to selling, a 
number of qualifications were submitted in this check list# 
The selections made by employers are set forth in Tables XV 
and XVa# 
Does the small store have standards which differ 
from those of the large one? This question is answered in 
Table XVa# 
The person who enjoys meeting people is apparently 
in great demand by all employers of salespersons# Ability to 
rapidly sense the feelings of others, self-confidence and an 
appreciation of the fitness of things were the items consid¬ 
ered to be next in importance# 
Participation in school activities and popularity 
with schoolmates, although embracing many of the character¬ 
istics present in the other qualities listed, appeared far 
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TABLE XV 
Social Attributes and Mental 
and Physical Qualifications which. According 
to Employers, are Inherent in Successful Salespersons 
Item 
Enjoys meeting people 76 
Sensitive to rebuffs 
Fatigues Easily 
Popular with school¬ 
mates 
Participates in 
school activities 
Has likes and dis¬ 
likes 
Lacks effort in 
undertakings 
Poor study habits 
Good citizen in 
school 
Ability as leader 
good 
average 
Inquisitive mind 
Self-confidence 
Quick to sense feel¬ 
ings of others 
Appreciates fitness 
of things 
No. G&F Auto 
Sup. 
Furn. Wear Dept. 
D-G 
Mis 
10 5 7 26 10 18 
47 7 3 5 18 4 10 
34 5 3 3 9 5 9 
5 1 1 1 2 
1 1 
1 1 
50 7 3 4 18 7 11 
52 7 1 4 20 7 13 
12 2 5 3 2 
35 5 1 3 12 5 9 
25 3 3 2 6 5 6 
32 3 3 1 11 5 9 
64 11 4 6 19 9 15 
65 10 4 4 24 10 13 
62 9 5 3 22 9 14 
83 12 5 7 26 13 20 Total answers 
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TABLE XV-A 
Distribution of Information on 
Traits of Salespersons According to Size of Sales Force 
Item 1-3 4-9 10-19 20-49 over 49 
Enjoys meeting people 23 33 8 4 9 
Sensitive to rebuffs 
Fatigues easily 
Popular with schoolmates 15 20 3 3 6 
Participates in school 11 14 3 1 6 
activities 
Has likes and dislikes 3 1 
Lacks effort in undertakings 2 
Poor study habits 1 
Good citizen in school 
c 
15 21 4 3 7 
Ability as leader 16 23 2 4 7 
Scholarship-excellent 5 6 1 3 
good 9 14 5 2 4 
average 4 12 4 3 3 
Inquisitive mind 8 13 3 1 6 
Self-confidence 22 23 8 4 9 
Quick to sense feelings of 17 29 8 4 8 
others 
Appreciate fitness of things 17 27 8 3 8 
Total answers 25 34 9 5 10 
down the list of employer rating* Although a few designated 
the scholarship requirements as excellent, the majority seem 
to feel that a pupil receiving average to good marks should 
be successful. In the stores employing from twenty to forty- 
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nine, we find the only instance where ability as a leader 
ranks as of great importance. In this group we find self- 
confidence, enjoyment in meeting people, ability as a leader 
and ability to sense feelings of others, all on a par as the 
qualifications most necessary. Good school citizenship does 
not seem to be considered as a factor in onefs later success#• 
(5) Physical and Mental Qualifications and Attitudes 
toward Dress and Personal Habits—The qualifications and 
attitudes which store owners and managers believe affect the 
efficiency of salespersons are set forth in the sections 
which follow# 
5a# Physical qualifications. The figures relating 
to these are set up in Table XVT# 
TABLE XVI 
Physical Requirements for Salespersons as Demanded by Employers 
Item No. G&F Auto 
Sup# 
Furn# Wear Dept# 
D-G 
Mis. 
Height 17 2 2 8 5 
Weight 11 1 1 5 1 3 
Posture 35 3 3 2 15 4 8 
Strength 10 2 1 3 4 
General Health 65 8 4 5 21 11 16 
Eyesight 42 5 2 3 16 5 13 
Voice 44 5 4 3 16 4 12 
Manual Dexterity 12 1 2 5 1 3 
Hearing 54 8 3 4 17 9 13 
Total answers 83 12 5 7 26 13 20 
% 
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In the wearing apparel business, most employers spec¬ 
ified average height for girls and average or above for boys# 
Many specified that the weight should correspond with the 
height# The voice of salespeople should be good, clear and 
natural. Good and erect posture is considered essential in 
sales work. The amount of strength needed depends on the 
type of business. Manual dexterity was overlooked by most of 
the employers, but it is assumed that one who is clumsy would 
not be considered a good salesperson# 
That physical requirements vary only slightly in re¬ 
tail selling establishments is clearly shown in a comparison 
of the figures in Tables XVI and XVIa. The classification 
of this information, with respect to number of employees, is 
found in Table XVTa# 
TABLE XVI-A 
The Range of Requirement for Physical Condition of Salespersons 
Item 1-3 4-9 10-19 20-49 °y®r 
V 
Weight 243 2 
Posture 9 17 6 1 2 
Strength 4 4 2 
General health 21 25 8 3 7 
Eyesight 13 16 5 1 6 
Voice 13 21 5 1 3 
Manual dexterity 6 2 2 
Hearing 17 20 6 2 7 
Total answers 25 34 9 5 10 
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In both classifications the question of excellent 
general health seems paramount. Good hearing and eyesight, 
pleasing voice and correct posture are the other requirements. 
5b. Attitude toward dress and care of clothing. These 
facts are set forth in Table XVII. 
TABLE XVII 
Style and Care of Clothes as Required by Employer 
Item ho. G&F Auto 
Sup. 
Purn. Wear Dept. 
D-G 
Mis. 
Style of clothes 39 5 2 17 6 9 
Care of clothes 58 8 4 4 18 10 14 
Total answers 83 12 5 7 26 13 20 
Size of store makes practically no difference in the 
requirements of dress. This is evident from Table XVII a# 
Requirements as to 
TABLE XVII-A 
Dress Reported by Different Sized Stores 
Item 1-3 4-9 10-19 20-49 
over 
49 
Style of clothes 9 19 4 2 3 
Care of clothes 18 25 6 3 7 
Total answers 25 34 9 5 10 
By all employers it was considered as much more im¬ 
portant that clothes be properly cared for than that they be 
particularly stylish. They doubtless presume that any cap- 
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able person would dress in a style suitable to the job. Com¬ 
ments made show a desire for modern, yet neat and conserva¬ 
tive clothes, which are clean, well pressed and properly cared 
for. 
5c. General Appearance. The attention which a sales¬ 
person should give to the care of his body and to his person¬ 
al appearance has been gathered from replies of employers and 
may be seen in Tables XVIII and XVIIIa. 
TABLE XVIII 
Factors in General Appearance 
and their Relative Importance to the Salesperson 
Item No. G&F Auto 
Sup. 
Furn. Wear Dept. 
D-G 
Mis. 
Hair 54 9 2 3 15 11 14 
Hands 58 10 2 2 17 11 16 
Hails 56 10 2 3 16 9 16 
Teeth 55 10 3 3 15 9 15 
Cosmetics 21 3 4 5 9 
Cleanliness 70 11 5 3 21 11 19 
Total answers 83 12 5 7 26 13 20 
Employers, one and all, have about the same require¬ 
ments for cleanliness and personal appearance. An examina¬ 
tion of Table XVIIIa will doubtless prove this fact. 
Cleanliness is of prime importance and is followed 
in order by proper care of hands, finger nails, teeth and 
hair. In general, the hands and nails should be clean and 
well cared forj hair must be brushedj and teeth ought to be 
TABLE XVIII-A 
Employer Demands with Regard to Personal Appearance 
Item 1-3 4-9 10-19 20-49 over 49 
Hair 16 21 7 3 8 
Hands 17 21 7 3 8 
Nails 16 22 6 3 8 
Teeth 18 21 6 2 8 
Face 10 12 4 1 4 
Use of cosmetics 3 5 6 2 3 
Cleanliness 21 29 8 4 8 
Total answers 25 34 9 5 10 
clean and in good condition. Employers of girls and women 
state that hair should be well cared for and the style of 
hairdress should be conservative. Hands and nails should be 
kept clean but bright nail polish should be avoided. Some 
employers think that no nail polish should be used. Cosmet¬ 
ics should be used only sparingly# 
5d. Necessary Mental Qualifications. The require¬ 
ments are found in Tables XIX and XIXa. 
TABLE XIX 
Mental Qualifications Desired by Employers 
Item No. G&F Auto 
Sup# 
Furn. Wear Dept. 
D-G 
ps# 
Intelligence rating 30 5 2 2 11 2 8 
Job qualifications 28 3 1 3 9 6 6 
Total answers 83 12 5 7 26 13 20 
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These stores, according to their size, seem to place 
more emphasis on one or the other of the ratings. Table XlXa 
indicates the difference in these demands# 
Mental Qualifications 
TABLE XIX-A 
as a Factor in Stores of Different Siz< 
Item 1-3 4-9 10-19 20-49 °l*T 
Intelligence rating 8 16 3 2 1 
Job qualifications 12 13 1 1 3 
Total answers 25 34 9 5 10 
Less than half seemed to consider either subject 
worthy of comment. Those believing any standards necessary 
specified that intelligence should be average or above. The 
majority of these employers have no definite plan or testing 
devices for measuring mental qualifications. It should be 
noted that in those stores employing from four to forty-nine 
intelligence rating was considered important by more em¬ 
ployers than were job qualifications, whereas in the groups 
of 1-3 and those above forty-nine the reverse was true, 
5e, Moral Standards, What does the employer expect 
from salespersons in this respect? Table XX shows their 
attitude on the subject. 
Employers of large and small groups alike have about 
the same viewpoint on moral standards necessary. See Table XXa* 
5f, Religion and Church Affiliation, Whether or not 
the employer thinks this is important as a factor in success 
of salesperson may be seen in Table XXI, 
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TABLE XX 
Standard of Morals set by Employers 
Item Ho. G&F Auto 
Sup. 
Furn. Wear Dept. 
D-G 
Mis. 
Honesty, fair dealing 70 12 4 6 20 10 18 
Regard for others 53 11 4 2 15 8 13 
Gambling - 
stock market 16 1 6 1 8 
lotteries 16 1 7 1 7 
number pools 17 1 7 2 7 
races 19 1 1 1 8 1 7 
Use of liquor 30 2 3 1 8 7 9 
General Morals 43 4 3 3 15 7 11 
Total answers 83 12 5 7 26 13 20 
TABLE XX-A 
Moral Standards set in Various Retail Store Units 
Item 1-3 4-9 10-19 20-49 over 
49 
Honesty, fair dealing 22 28 9 4 9 
Regard for others 15 22 6 3 8 
Gambling - stock market 5 9 2 4 
lotteries 6 8 2 4 
number pools 6 8 2 3 
races 6 9 2 3 
Use of liquor 10 10 5 2 7 
General morals 16 15 4 2 5 
Total answers 25 34 9 5 10 
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TABLE XXI 
Importance of Church Membership and 
Attendance to the Retail Salesperson’s Success 
Item No. G&F Auto 
Sup. 
Furn. Wear Dept. 
D-G 
Mis. 
Church membership 20 5 2 6 1 6 
Church attendance 18 3 6 1 9 
No church affiliation 4 2 1 1 
Total answers 83 12 5 7 26 13 20 
The majority of the employers did not answer this 
question. Many preferred those who attended church and had 
a church membership, but many others felt that this had no 
bearing on the sales qualifications of an individual. The 
chart shows the small number of them who answered the 
question. 
(6) Demands made upon Bodily Strength of Sales Em¬ 
ployees—Employers apparently feel that the particular de¬ 
mands upon this type of employee are not too severe. This 
attitude is shown in the figures set up in Table XXII. 
TABLE XXII 
Demands made by Retail Selling on Bodily Strength 
Item No. G&F Auto Furn. Wear Dept. Mis. 
Sup. D-G 
Hours standing 37 4 1 
Amount of lifting- 
slight 33 1 
average 27 7 2 
much 3 2 
Total answers 83 12 5 
2 11 6 13 
3 14 6 
2 6 3 
7 
9 
7 
1 
20 26 13 
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In spite of the small number commenting on the item 
it is admitted that most of the sales people have to stand for 
the greater part of each working day* The amount of lifting 
depends upon the type of business* A slight amount of lifting 
is, in most cases, all that is required in the wearing apparel, 
dry goods and miscellaneous groups* Of the three who speci¬ 
fied that considerable lifting was necessary, two were in 
grocery and food stores and one in the miscellaneous group* 
(7) Necessary School Preparation—This question, 
asked to determine what type of high school and other insti¬ 
tutional instruction employers believed necessary, has been 
answered and the results show in Table XXIII* 
TABLE XXIII 
High School Courses Considered by Employers as 
Best Suited to Prepare Boys and Girls for Retail Selling 
Item No. G&F Auto 
Sup. 
Furn* Wear Dept* 
D-G 
Mis. 
Commercial course 46 7 2 4 15 5 13 
General course 35 5 2 3 9 7 9 
College preparatory 
course 
14 2 2 7 2 2 
Business college 16 1 3 1 6 1 4 
Other 6 1 4 1 
Total answers 83 12 5 7 26 13 20 
In regard to "other”, courses in salesmanship were specified * 
Forty-six of the eighty-three checking the list 
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selected the commercial course and thirty-five stated the 
general course gives the best school preparation for selling# 
It is quite possible that pupils completing the other courses 
listed do not seek employment in the retail sales field, but 
reference to some of the preceding tables in the chapter will 
show that many of the employers consider work such as is 
offered in the general and commercial courses as necessary 
equipment for the salesperson. 
(3) Reasons for which Employees are Discharged— 
Labor turnover is a most costly item in any business# The 
reasons given by employers for that part of the turnover 
caused by the necessity to discharge employees are given in 
Table XXIV. 
The tables show that less than one-half of the 
employers commented on any one of the causes. Dishonesty 
and lack of ambition, each recorded by forty-one employers, 
head the list. These are followed by lack of interest and 
failure to follow instructions. The other reasons, all of 
which were considered by more than twenty-five percent of the 
employers are, in order, lack of cooperation, lack of initia¬ 
tive, carelessness and lack of courtesy and lack of accuracy . 
While the variation in number of employers designa¬ 
ting certain reasons for discharge is often small, there is, 
nevertheless, an apparent difference existing in small and 
large stores. The facts are shown in Table XXIVa. 
In stores employing from one to three persons, the 
chief causes of failure seem to be lack of ambition, dis¬ 
honesty, lack of interest and lack of cooperation. These are 
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TABLE XXIV 
Reasons given by Employers for Discharging Salespersons 
Item No# G&F Auto Furn# Wear Dept. Mis# 
Sup# D-G 
Lack of 
ambition 41 5 2 2 17 8 7 
accuracy 22 6 6 5 5 
initiative 24 2 1 13 4 4 
cooperation 27 4 4 9 3 7 
knowledge of work 15 1 7 3 4 
interest 30 6 1 12 7 4 
courtesy 24 4 1 9 5 5 
adaptability 17 2 2 8 1 4 
systematic habits 10 2 1 5 2 
general knowledge 5 1 2 1 1 
Effort, ,fhigh pressure” 
4 4 
Failure to follow 
instructions 
30 5 2 10 4 9 
Slow to learn 
duties of job 17 22 
• 
1 9 3 2 
routine 10 1 5 3 1 
Dishonesty 41 9 2 3 13 7 7 
Absence 11 3 6 2 
Carelessness 24 7 2 • 7 5 3 
Surliness 18 3 3 2 5 4 1 
Personal appearance 13 7 3 3 
Poor English 4 1 2 1 
Poor Penmanship 2 2 
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Table XXIV continued 
Item No. G&F Auto Furn. Wear Dept. Mis. 
Sup. D-G 
• 
Poor voice 7 1 4 2 
Poor memory 12 3 2 4 3 
Total answers 83 12 5 7 26 13 20 
TABLE XXIV-A 
Causes of Discharge of Sales 
Employees in Stores of ' Different Sizes 
Item 1-3 4-9 10-19 20-49 over 49 
Lack of ambition 10 19 4 2 6 
accuracy 4 9 2 6 
initiative 6 9 3 1 5 
cooperation 7 11 1 2 6 
knowledge of work 2 6 3 2 1 
interest 7 13 4 6 
courtesy 4 8 4 2 6 
adaptability 6 7 2 1 
systematic habits 2 6 1 1 
general knowledge 1 3 1 
Effort to Mhigh pressure” 
Failure to follow instructions 
Slow to learn duties of job 
store routine 
1 
6 
6 
4 
3 
14 
6 
4 
5 
2 
10 15 
2 
2 
1 
3 
3 
1 
1 
Dishonesty 6 
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Table XXIVa continued 
Item to
 
i
 
i—i
 4-9 10-19 20-49 over 49 
Absence 3 4 4 
Carelessness 6 9 2 1 6 
Surliness 5 5 1 1 6 
Personal appearance 1 6 2 1 3 
Total answers 25 34 9 5 10 
followed closely by lack of initiative, adaptability, failure 
to follow instructions, slowness in learning job and care¬ 
lessness* 
Employers of four to nine persons find the same 
two causes heading the list, but follow these with failure 
to follow instructions, lack of interest and lack of cooper¬ 
ation* Inaccuracy, lack of initiative and carelessness were 
each listed by nine of the thirty-four employers* 
In the next larger group, dishonesty is again the 
chief cause for dismissal. Failure to follow instructions is 
the second cause, while lack of ambition, lack of courtesy 
and lack of interest were all attributed as causes by four of 
the nine in the group* 
Dishonesty has first place in the reasons given by 
employers of twenty to forty-nine and is ranked with seven 
other causes as most important in the largest store units* 
(9) Weaknesses in English that cause Embarrassment 
to Salespersons—That many persons are handicapped by their 
limitations in expressing themselves is evident on every 
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hand. Employers have stated the relative weaknesses and the 
results are shown in Table XXV. 
TABLE XXV 
Weaknesses Observed in English used by Retail Salespersons 
Item No. G&F Auto 
Sup. 
Furn. Wear Dept. 
D-G 
Mis 
Limited vocabulary 29 4 3 1 13 3 5 
Wrong pronunciation 34 2 2 2 12 - 6 10 
Use of slang 34 8 4 3 9 5 5 
Incorrect use of 
grammar 
36 4 3 2 12 5 10 
Foreign accent 11 4 2 3 2 
Total answers 83 12 5 7 26 13 20 
Incorrect use of grammar heads the list, but is con¬ 
sidered as only slightly more embarrassing than is the use 
of slang and the wrong pronunciation of words. 
ANALYSIS OP EMPLOYER BUSINESS POLICY 
CHAPTER VI 
ANALYSIS OP EMPLOYER BUSINESS POLICY 
In the previous chapter, we have analyzed the charac¬ 
teristics which employers believe are indicative of success 
in a person engaged in retail selling* Let us now consider 
the employment policies and job requirements of these same 
employers* Only eighty-one of the employers filled out and 
returned this Form Al. It is hoped that this information to¬ 
gether with suggestions and comment given will establish the 
type and extent of instruction that can be given to high 
school pupils who plan to engage in retail selling* 
As in chapter V, we have classified this material on 
the basis of type and also size of store in many instances. 
(1) Employment Sources—In order to keep personnel 
at a high standard, it is necessary that all available employ¬ 
ment sources be tapped. The relative number of sales employ¬ 
ees obtained from each source may be determined from Table XXVI. 
From this information, we find that more than eighty 
percent of this replacement is made from persons who have 
made personal application. Thirty percent are hired as the 
result of the recommendation of trusted employees and a 
slightly smaller number are obtained through the cooperation 
of the high schools in the vicinity* Sixty-one of the stores 
cooperating do not obtain any help directly from high school. 
This may be due, at least partially, to the fact that those 
hired for sales work are generally a little older than are 
pupils graduating from high school* Large and small stores 
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TABLE XXVI 
Agencies through, which 
Replacements for Sales Force are Obtained 
Item No. G&F Auto 
Sup. 
Furn. Wear Dept. 
D-G' 
Mis. 
High School 21 4 6 5 6 
Business College 9 1 2 4 2 
Employment Agency 9 1 1 4 1 . 2 
Recommendation of 
employees 
24 5 1 4 5 9 
Personal application 66 9 3 7 18 12 17 
Total answers 81 12 4 7 26 13 19 
alike follow very closely this same pattern* 
(2) Replacements in Sales Personnel—Only fifty-one 
of the eighty-one check lists returned contained information 
on this point. Of these, nineteen make no replacements. The 
majority of these replies were from stores employing from one 
to nine salespersons. In the other retail stores where re¬ 
placements are made, we find much variation. In the groups 
employing one to nine persons, we find that only infrequent 
changes are made, hut that those employing four to nine have 
some more replacements than occur in the smaller units (one 
to three persons). As might he expected, the employment 
problem becomes more difficult as the size of the organization 
increases. One important factor in the larger organizations 
is that they maintain a regular sales staff large enough to 
handle ordinary business and then depend upon part-time em- 
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ployees for afternoon and Saturday work and for other busy 
periods. Much of the turnover occurs in this ,fspare” help 
classification* According to the reports, this rims from a 
low of about three percent to the surprisingly large figure 
of forty-one and seven tenths percent in one instance. 
(3) Experience Required of Applicants--In consider¬ 
ing this problem, we must keep in mind that the labor turn¬ 
over in the smaller stores is not large, and that the sales 
groups have been kept at a minimum in all other stores during 
the past few years. Those employed have been only too 
pleased to stay in their old positions. These conditions may 
possibly account for the fact that fifty-two employers failed 
to state anything about requirements. Fourteen others said 
they have no requirements. The other fifteen required vary¬ 
ing amounts of sales knowledge, and experience up to one 
year. -Many of those who made no reply hire young men and 
women for other than sales work and then recruit the sales 
force from those who show promise of sales ability in their 
personality and in other necessary qualifications for the 
work. 
(4) Means used to Determine Qualifications of 
Applicant—All but seven of the employers checked the items 
in this list and the results appear in Table XXVII. 
These same replies were then grouped according to the 
size of the employment units so that we might see how the de¬ 
mands differed. These figures will be found in Table XXVIIa. 
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TABLE XXVII 
Means used to Determine 
Quailfidations of Applicants for Sales Positions 
Item o • G&F Auto Furn. Wear Dept, Mis, 
Interview 56 7 1 4 15 12 17 
Re c ommendati on 37 4 1 3 11 6 12 
Try-out period 49 7 4 4 15 8 11 
Tests 6 2 1 3 
Total answers 81 12 4 7 26 13 19 
Head: Forty-nine of the eighty-one employers use the try-out 
period as a means of determining the qualifications of 
the applicant. Of these, seven operate grocery and 
food stores, four own or manage auto supplies stores, 
etc* 
Employer Methods 
TABLE XXVII-A 
of Determining Qualifications of Applicants 
Item 1-3 4-9 10-19 20-49 over 49 
Interview 16 18 7 4 11 
Re commendation 7 16 7 2 5 
Try-out period 18 16 5 3 7 
Tests 3 1 1 1 
Blank 1 4 
Total answers 27 30 9 4 11 
Of the seventy-four, whose replies are tabulated, ten 
depended entirely on the interview, two on recommendations 
and nine on try-out periods. One used all four devices and 
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the others used combinations of two or three methods. Regu¬ 
lar and systematic testing to determine job qualifications of 
applicants was conspicuous by its absence, except in a very 
few cases. 
(5) Minimum Age Requirements--At what age should 
high school graduates expect to find employment in retail sell¬ 
ing? The requirements are listed in Table XXVIII compiled from 
replies of sixty-seven employers. 
TABLE XXVI11 
Minimum Age of Sales Employment 
Item Age 1-3 4—9 10-19 20-49 
over 
49 
Male 16 1 3 
17 2 1 
18 6 8 4 2 4 
19 1 1 
20 4 1 1 
21 4 2 1 3 
23 1 
Female 16 3 
17 2 
18 2 9 4 3 5 
19 1 1 2 
20 1 2 1 
21 3 1 1 1 2 
25 1 1 
Blank 4 7 1 
Not important 1 1 
Total answers 27 30 9 4 11 
Read: In stores < employing from four to nine persons, ■ we find 
that eight set the minimum age for males at eighteen 
years, and two will hire males who are seventeen years 
old. Nine of the group set eighteen as the age for 
females, and no employer will hire a girl of seventeen 
or under for sales work. 
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Of the total number employing male salespersons, 
forty-six specified eighteen years or over as the minimum age 
and only seven employ any person under this age for sales 
work* Forty-one will hire no girls under eighteen years old 
and only five allow girls of sixteen or seventeen to sell 
merchandise. 
(6) Plans for Advancement of Sales Personnel—In 
none of the retail stores employing less than fifty persons 
does there seem to be any definite plan for advancement, ex¬ 
cept as one may interpret some of the comment to show that 
successful selling or long service may result in certain pay 
increases* Fifty-two of the employers failed to answer or 
comment on this question. Two of the large stores have educa¬ 
tional programs and training classes and two others promote 
capable persons as openings occur, and these give opportuni¬ 
ties for store training to prepare for these higher positions, 
(V) Initial Employment for Sales Applicants—Many and 
varied are the duties assigned to one who would become a 
salesman in the average retail store. A summary of these 
duties is given in Table XXIX* 
In the smaller store, especially, we find the novice 
required to do not one but several of the duties listed. An 
examination shows that all of these aim to familiarize the 
individual with the organization and routine of the store. 
(8) Training of Junior Clerks Preparatory to Selling— 
Approximately one-third of the stores employing less than 
twenty salespersons do anything in the matter of training for 
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TABLE XXIX 
Work Assigned by Employers to 
Applicants Preparatory to Actual Sales Experience 
Item 1-3 4-9 10-19 20-49 °4gr 
Assisting in sales 5 4 2 4 9 
Stock room work 6 8 2 2 
Cleaning store 3 2 
General work 4 9 3 1 
Cleaning equipment 1 
Weighing goods 1 
Filling in racks 1 
Study of merchandise 4 1 1 
Receptionists 1 
Clerical work 2 
Assisting department head 1 
Delivery service 1 
Total answers 27 30 9 4 11 
sales work* This training apparently consists of selling 
under the supervision of the employer or some experienced per¬ 
son, with subsequent advice and instruction given by the same 
person. In the larger groups this type of work generally 
follows conference and instruction periods spent with mana¬ 
gers, department heads or personnel directors. 
(9) Glasses Conducted for Improvement of Salesper¬ 
sons—Of the employers cooperating, only twenty-two offer 
any kind of class or group instruction for the improvement 
of the sales technique of employees* No definite informa- 
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tion as to courses was given. Most of the work is in the 
nature of corrective effort made through conference and dis¬ 
cussion periods with those responsible for the management of 
the business, 
(10) Skills Necessary for initial Employment and 
Advancement - -Fi v e of the seemingly most common duties of the 
average salesperson were included in this question and yet 
twenty-four of the employers made no statement as to necess¬ 
ary skills. The replies of the others are shown in 
Tables XXX and XXXa* 
TABLE XXX 
Skills Considered by Employers 
to be Necessary for Initial Employment 
Item No, G&F Auto 
Sup, 
Furn, Wear Dept, 
D-G 
Mis, 
Bundle wrapping 33 6 1 10 7 9 
Operation of cash 
register 
44 9 2 12 11 10 
Making change 47 9 2 1 12 11 12 
Making out sales slip 35 5 1 2 15 5 7 
Use of telephone 33 5 2 10 3 13 
Total answers 81 12 4 7 26 13 19 
Operation of the cash register and the ability to 
make change seem to be considered of about equal importance 
and in grocery, dry goods and automobile supplies stores 
these items headed the list of necessary skills. Fifteen of 
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the twenty-six proprietors of wearing apparel stores listed 
11ability to make out a sales slip” at the top, while managers 
of furniture stores combined this item with the use of tele¬ 
phone as most important* The "miscellaneous" group, includ¬ 
ing many small stores, shows that thirteen consider the use 
of the telephone and that twelve believe the ability to make 
change is most necessary* The requirements for the particu¬ 
lar skills seem to vary as the size of the stores change. 
This fact is evident from Table XXXa* 
TABLE XXX-A 
Relative Store Demands for Certain Skills; 
Item 1-3 4-9 10-19 20-49 over 49 
Bundle wrapping 11 13 2 3 5 
Operation of cash register 15 14 3 3 9 
Ability to make change 15 16 3 3 10 
Make out sales slip 10 14 2 3 7 
Use of telephone 9 12 4 4 5 
Blank 9 13 1 1 
Total answers 27 30 9 4 11 
Some apparent discrepancies in this information may 
be explained when one considers the difference in organisation 
of the various types and sizes of stores. In most small 
stores no sales slip is used, unless the sale is irregular 
in some way. In many of these stores all cash is received 
by those who make the sale and they must use cash registers 
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and make change* Contrast this condition with that of the 
larger store where all cash is given to a cashier, after a 
sales slip has been properly made out by the salesperson and 
we immediately realize the differences in the two problems* 
Bundle wrapping is another task which is handled in a variety 
of ways* 
(11) Work, other than Selling* Performed by Sales- 
Clerks--Several of the non-selling activities which are im¬ 
portant in the successful operation of a store were included 
in the list submitted to the employers. These, together with 
the tabulated answers, may be seen in Tables XXXI and XXXIa. 
TABLE XXXI 
List of Routine Duties to be Performed by Sales Employees 
Item No. G&F Auto 
Sup. 
Furn* Wear Dept. 
D-G 
Mis* 
Arrange counter 63 12 2 4 18 12 15 
Arrange shelf 54 11 2 2 17 7 15 
Requisition stock 44 8 1 3 13 10 9 
Check stock received 44 9 1 2 15 6 11 
Take inventory 45 8 4 14 8 11 
Mark stock 48 7 1 3 18 8 11 
Report 16 4 2 3 3 4 
Act as cashier 26 8 1 1 7 3 6 
Keep stock and 
shelves clean 
66 12 1 4 22 12 15 
Pill orders 38 12 1 3 9 5 8 
Total answers 81 12 4 7 26 13 19 
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Care of stock and the arrangement of shelf and count¬ 
er displays were the duties considered as necessary by the 
majority of the proprietors* 
Again we see considerable differnce in the require¬ 
ments of the small and the large store* The differences are 
apparent in Table XXXIa* 
TABLE XXXI-A 
Non-selling Activities Required 
Item 1-3 4-9 10-19 20-49 over 49 
Arrange counter stock 17 21 6 5 10 
Arrange shelf 20 19 6 1 7 
Requisition stock as needed 13 13 6 3 7 
Check stock received 17 14 5 4 4 
Take inventory 14 13 6 4 6 
Mark stock 15 17 4 4 6 
Report making 7 2 2 1 5 
Act as cashier 10 6 2 2 4 
Keep stock and shelves clean 22 23 7 5 9 
Pill orders 14 11 5 1 6 
Blank 2 2 
Total answers 27 30 9 4 11 
(12) Mechanical Devices used—Thirty-eight of the 
returns were blank, which probably means that none of the de¬ 
vices named are used in those stores. Meters and bundle car¬ 
riers were each listed once. The size of the store made but 
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little difference in the use of the other devices but there 
was an absence of most of these in some types of stores# See 
Table XXXII# 
TABLE XXXII 
Mechanical Devices used in Retail Stores 
Item No. G&F Auto 
Sup. 
Furn, • Wear Dept# 
D-G 
Mis. 
Ticket markers 23 3 1 9 8 2 
Bundle carriers 1 1 
Meters 1 1 
Scales 21 9 7 5 
Cash carriers 11 1 1 2 4 3 
Total answers 81 12 4 7 26 13 19 
(13) Instruction which Employers believe would 
Benefit Sales Employees—All but four of the employers an¬ 
swered this question with the results shown in Table XXXIII 
and Table XXXIIIa# 
Table XXXIIIa contains the same information classi¬ 
fied according to size of store sales personnel# 
(14) Part-time Cooperative Work—Thirty-one ex¬ 
pressed themselves as interested in this plan of training 
for sales work. The majority of these operate wearing ap¬ 
parel and dry goods and department stores. The age of high 
school pupils has been set forth by several as a deterrent 
factor in the operation of the plan# Present business con- 
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TABLE XXXIII 
Subject Matter Advised by Employers 
Item No. Gr&F Auto 
Sup. 
Furn# Wear Dept# 
D-G 
Mis 
Sales and advertising 64 8 3 6 23 8 16 
Store organization 
and procedure 
54 7 2 4 18 10 13 
General business 
practice 
57 7 3 6 19 8 14 
Office practice and 
machine work 
27 4 1 1 10 4 7 
General occupational 
information 
43 4 3 2 16 7 11 
Total answers 81 12 4 7 26 * 13 19 
TABLE : xxxiii-a 
Subjects which would be Beneficial to Sales Employees 
Item 1-3 4-9 10-19 20-49 over 49 
Sales and advertising principles 19 25 8 4 8 
Store organization and procedure 15 20 8 4 7 
General business practice 15 25 6 3 8 
Office practice and machine work 6 11 4 2 4 
General occupational Information 13 14 5 5 6 
Total answers 27 30 9 4 11 
ditions were cited by some as reasons i for not being interest 
ed in the plan at present# 
(15) Suggestions and Comment "Following is the list 
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of suggestions and comments made by the employers* 
11 In a small retail business, such as ours, operating 
two stores, to be successful a girl must be alert and a good 
saleswoman, those qualities she must develop herself. A 
high school education, personality and willing spirit to 
cooperate and a determination to get somewhere in her work 
are the feest qualities for success in our particular type of 
work.M 
"We find it is not so much the experience as it is the 
desire to be successful as a salesperson that counts in se¬ 
curing and keeping a position. Good appearance, general 
sales knowledge, honesty and the ability to understand and 
satisfy the customers are essential qualifies for a good 
salesperson." 
"During my forty years in business, I have employed 
many different people; the ones that have been most effi¬ 
cient have been faithful in their efforts and by hard work 
have become vakuable to the business." 
"I believe that practical experience in conjunction with 
general book knowledge is the combination that is the great¬ 
est asset for the young person starting out on a business 
career." 
"A course that would help a student to secure a position 
would benefit both the employer and the student." 
"Punctuality, willing to learn, studying stock, making 
sales shorter, avoid sickness, conversation, keep on toes 
and ask questions." 
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"Sales work is to me of utmost importance. The first and 
most important sale is for anyone to sell themselves# 
"Important* New salespeople should know, absolutely, 
the product they are to sell and to have enough self-con¬ 
fidence and courage to "sell" it." 
"One reason for the large turn-over and mortality of sales 
personnel is the popular belief that it is so easy, no special 
*r 
preparation or qualifications are necessary. Your course 
should aid materially in changing this viewpoint." 
"Train to obey orders. (Very important). 
" " think for themselves. 
" for accuracy. 
" " suggestive selling. (Important)." 
"The average high school girl is too young to work in a 
store of our type* however, we have had very successful luck 
with those who worked in our store this Christmas." 
"I think you have something here. Most extras we get 
from high school have no conception of the mechanics of sell¬ 
ing; that is, approaching a customer, what to say, etc. They 
also have no conception of the necessity of knowing something 
about the products they sell, a problem which each retail 
store has to meet in its own way. Am I asking too much also 
that they should know what a retail mark-up is, expense ra¬ 
tios, net profits for particular type of store, etc. - not 
of course as complete as for an accountant but merely to give 
a picture of where the retail dollar goeso 
ANALYSIS OF EMPLOYER REQUIREMENTS 
CHAPTER VII 
ANALYSIS OP EMPLOYER REQUIREMENTS 
The preceding chapters deal with the requirements in 
the field of retail selling in the stores of Brockton, 
Massachusetts. Check lists (Form C) were sent to severalof 
of the larger retail stores of the country in an effort to 
discover any information which might be of value both in the 
selection of students suitable for sales work and in the 
establishment of suitable courses. 
Only a small percentage of replies were received, but 
this information is of value if only to emphasize some of the 
results obtained in our local study. Form C will be found 
in Appendix. 
The summary of these replies follows. 
1. These stores range in number of employees from one hun¬ 
dred to several thousand. 
2. The annual, replacement is reported as five percent to 
eight percent. 
3. Reasons for replacement of sales personnel evidently are 
the same as those given elsewhere in our study. In these 
large organizations they maintain testing bureaus and full 
time personnel directors. Due to their very size, they are 
able to place to better advantage all employees, make trans¬ 
fers to better utilize particular talents and abilities, ad¬ 
just problems due to personality differences and to make, in 
general, a very thorough study of each individual before he 
is dismissed. 
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4* Minimum age requirements were set at sixteen to eighteen. 
5. These stores seem to have developed their own systems of 
testing. One of the largest states, "we are cooperating with 
the Division of Standards and Research, Worker Analysis 
Section of the United States Department of Labor, on tests for 
salespeople# Eye and ear tests are included in our medical 
examination.11 Some use no tests. 
6. Physical examinations are given. General health, and 
good eyesight and hearing are demanded by all. Pleasing 
voice and good posture are insisted upon. Height and weight 
requirements depend upon the department in which the appli¬ 
cant is to work. 
7. In practically all cases every item in this list was 
checked as indicative of success in selling. Punctuality, 
loyalty and keen observation were not considered as essen¬ 
tial by two of those who replied. 
8. The only standard of education and training that seems 
essential is the completion of a high school course. One 
employer says, "number of years spent in a school does not 
necessarily qualify a person to do a good job. Salespeople 
must be able to do simple arithmetic, speak good English and 
have a certain amount of natural intelligence - many people 
with these qualifications become excellent salespeople." 
9. The time elapsing before a successful applicant begins 
selling varies from one-half day in some stores to three days 
in other stores. In many instances, however, each applicant 
is required to take a special training course, followed by 
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practice selling under a trained worker, before he is allowed 
to go behind a counter to sell. In this training course he 
is instructed in matters of store policy, merchandising meth¬ 
ods, customer approach, et. 
10. Store classes are conducted by all. These differ con¬ 
siderably. In some instances, they consist of weekly meet¬ 
ings of particular groups. Here they discuss problems that 
may have arisen in customer contacts; the clerical difficul¬ 
ties that may have been encountered; any new merchandise to 
be made available and general sales promotion information. 
11. Store procedure and sales technique seem to be the two 
subjects to which most attention is given. Arithmetic, 
personality development and counter display are also offered 
by many. In one instance, courses in executive training and 
fashion training ^.re offerd. 
SALES INSTRUCTION IN HIGH SCHOOLS 
CHAPTER VIII 
SALES INSTRUCTION IN HIOH SCHOOL 
In making this study it seemed advisable that we 
find out what is being done in retail sales work in some of 
the representative high schools of New England. To get this, 
information eheck lists were sent to thirty-five schools. 
Replies received have been analyzed and the summary appears 
in this chapter. The check list used and a tabulated sum¬ 
mary appear in the Appendix. 
1. Seventeen of these high schools offer no courses in 
salesmanship or retail selling. In three instances, we find 
that opportunity for some sales experience is afforded 
through the mediums of lunch counter service and ticket sales 
for student activities. One of these offers a course in 
consumer problems with no attempt to consider the retail 
selling problems. A fourth school reports that some sales 
instruction is given as part of a course in Business Organi¬ 
zation, and yet another uses the guidance program to teach 
some of the principles involved and to consider qualifications, 
necessary to successful selling. In this same school a club 
of interested junior girls, is making a study of selling prob¬ 
lems. 
Comment made by those cooperating shows much interest 
in this type of work, and in some instances revealed that 
such courses have been offerd in the past but were discontin¬ 
ued because of curtailment of budget. 
Prom one director of commercial work, we received the 
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following: 
"To supplement the information on the enclosed 
blank you sent me, I ought to say that we tried 
a plan of part-time retail store work with two 
groups of senior girls about fifteen years ago. 
The pupils alternated four weeks of school work 
with four weeks in one of Boston*s leading re¬ 
tail stores* 
The plan worked well, the girls learned a lot 
about retail selling, earned a little money, 
had a good time, and made a good record. When 
they were offered permanent positions at the 
end of the school year, they said, **we have 
studied shorthand, completed the course, and now 
we want to be stenographers.-In my opin¬ 
ion, class room work in salesmanship presented 
by a school teacher from a text book can have 
but little of practical reality as vocational 
training* The best way it seems to me to present 
this work is through the medium of part-time 
store and school work with a group of pupils 
who have chosen it as their vocation and who are 
definitely not preparing for any phase of office 
work. 
I do think, however, that there is a great deal 
that we could do along the line of "consumer ed¬ 
ucation" which would be of more practical use to 
a larger number than a year*s work in retail sell¬ 
ing could ever reach." 
2. Elective courses offered. All but three of the other high 
schools offer elective courses in the field of selling. Thir¬ 
teen of this group admit to the course any who may wish to 
take the work regardless of qualifications and of this num¬ 
ber two admit for sales courses those who do not succeed in 
other commercial work. 
One school admitted only those with apparent quali¬ 
fications to the cooperative course, but any pupil may enter 
the general merchandising course. Another admits to its sales 
classes those who seem suited to the work provided they 
"good students". 
are 
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The objectives seem to vary even more as we find 
only four schools maintaining courses the sole aim of which 
is to train for selling* Consumer education is the purpose 
of three others and a combination of this, with training for 
selling, and in some instances including training for junior 
store positions, constitute the objectives of the course* 
The courses are offered for the most part to seniors 
in a full year’s work, with the allotment of time varying 
from two to two-thirds to five and three-quarters clock 
hours per week. Short courses, one of six weeks and one of 
twenty weeks, were offered in the eleventh year by two 
schools. Four others offered full year courses in both the 
eleventh and twelfth years. 
Texts used by these schools included 
Fundamentals of Selling 
Selling to the Consumer 
Retail Selling 
Retail Selling 
Fundamentals of Advertising 
Salesmanship 
Fundamentals of Retailing 
Read’s Salesmanship 
Principles of Salesmanship 
Salesmanship 
R. G. Walters 
Reich 
Norton 
Walters - Rowse 
Rowse & Fish 
Briscoe 
V/alters - Rowse 
Read 
Whitehead 
Briscoe - Griffith - 
Robinson 
In practically all instances salesmanship appears as 
a single course, but some recommend that textiles and similar 
work be taken by those electing the course. 
About the only fundamental subjects required, pre¬ 
paratory to sales instruction, are those which would ordi¬ 
narily come in the earlier years of any well organized commer¬ 
cial course. Some of the plans provided to give opportunity 
for selling experience ares 
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Canvassing for advertisements for school publications 
Student activity ticket sales 
Selling of candy, etc. for charity by sales club 
members 
Cooperative plans do not seem to be in operation in 
tne majority of schools, and in those places where they are 
found, the popular plans are for Saturday afternoon and va¬ 
cation employment# A few allow pupils of high standing to 
work in stores during !,rush season”. 
Except in the cooperative course offered by one 
school and in a supervised project under the direction of 
another no school credit is given for store work# 
Only two schools report any effect in the matter of 
”Drop-outs” but these believe that the sales course reduces 
the number# 
In answer to the question as to instruction in cer¬ 
tain necessary store activities, we find four schools that 
plan to teach all items listed# The summary of the replies 
follows: 
1# Bundle wrapping 9 
2# Use of cah register 9 
ticket markers 8 
motors 4 
3# Making change 10 
4. General store organization 12 
5. Store routine and 
clerical practice 12 
6# Care of stock 11 
7# Counter display 11 
Three give no instruction whatever at present. 
Many of those cooperating in the study have made com¬ 
ments which may add materially to the foregoing information# 
”We feel that a Retail Selling course should be 
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on a cooperative part-time basis, but at present 
we are not prepared to make such a change.” 
’’Bridgeport, Connecticut, is planning to put in 
a two-year Retail Selling Curriculum.” 
ffIn our eleventh grade, we give general sales 
theory and in the twelfth grade a course in ad¬ 
vertising. These are both handled from the con¬ 
sumer^ point of view with a secondary objective 
of preparing for sales work those who may be 
qualified. Our classes in this subject have shown 
steady growth ever since adopting the course.” 
”A cooperative salesmanship course is functioning 
in this school. A selected group, 27 seniors, are 
given a special program. They leave the school 
at 11:15 and report to the department stores for 
afternoon and Saturday work. The wage is $5. a 
week plus overtime. The selection of students is 
made by store employment managers who report at 
our school early in June. The pupils are inter¬ 
viewed and rated according to personality and ap¬ 
pearance. I should be glad to have you visit our 
school and see this class in session. We also 
have other merchandising classes, a one-year course 
and a two-year course.” 
”Also a course in gift wrapping and a week called 
’’thrift week” when girls learn how to spend a small 
weekly wage wisely. We also work on Color, Line 
and Design as applied to and in dress departments. 
Three of the schools contacted have a required course 
in salesmanship. One of these, offering a twelve week unit 
as part of a course in Business Organization, lists Consumer 
Education as the objective, and does nothing with the voca¬ 
tional aspect of the subject. A second requires each pupil 
in the Accounting, Business Machine and Clerical curricula 
to take Sales and Advertising for one-half year in grade 
twelve, but onde again, no attempt is made to give other than 
general theory of the subjects. Only one school offers full 
year of training for junior store positions and for selling. 
Here pupils are recommended for store positions but no credit 
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is given Tor experience gained through this outside work* 
Instruction Is given in bundle wrapping and In making change, 
Store organization and routine, as well as care of stock and 
arrangement of counter displays are discussed as part of 
class work* 
On the whole, it seems very evident that little is 
being done in the retail selling field except in the larger 
school units. Although the study was by no means an exhaust¬ 
ive one, it represents the general conditions prevailing, we 
believe. Attention must be given to this branch of commer— 
cia.1 training if high quality sales standards are to prevail* 
CONCLUSIONS 
CHAPTER IX 
CONCLUSIONS 
Although studies of some twenty years ago showed de¬ 
creasing demand for high school graduates trained in Stenog¬ 
raphy and Bookkeeping and an increasing demand for salesper¬ 
sons, little has been done to meet these changing conditions# 
In 1927, sales instruction was offered in fifteen 
of the Boston high schools and many other cities have intro¬ 
duced courses# Some of the latter have abandoned the work, 
for one reason or another, however# 
Subjects such as Junior Business Training, Business 
Organization, etc# have been put into the curricula of many 
high schools and we find some time set aside in these for 
consideration of sales and advertising, but for the most part 
serious effort in establishment of such courses is still lack- 
'ing. About one-half of a group of thirty-five schools in 
New England offer no work of this kind, and of these same 
schools only three have required units of work. The others 
provide the subject as an elective but make no effort to de¬ 
termine sales qualifications of those admitted to the classes. 
Scholarship, as ordinarily understood, does not seem 
to be a great factor in successful selling. In the low as 
well as in the high cost sales groups, we find those with an 
Intelligence Quotient of one hundred and ten or over. In 
one sales group, it was found that sixty percent of those 
with an Intelligence Quotient of eighty-five or less were re¬ 
tained as salespersons. Those with the higher rankings are 
not as apt to be discharged, however. More important is the 
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possession of extrovert qualities (interested in people, ad¬ 
justs self easily, a leader, etc*) instead of those of the 
introvert (reserved, sensitive, unemotional, a follower, etc*). 
There seems to be no definite measurement of how to distin¬ 
guish between good and poor salesperson* Prom the various lists 
of qualifications examined, it would seem that persons measur¬ 
ing up to the following specifications are the ones who w 
should be selected for sales work. 
They should possess 
1. Good health including average or better eyesight 
and hearing. 
2. Good posture. 
3. A pleasing voice. 
They should be 
Honest 
Tactful 
Courteous 
Cheerful 
Cooperative 
Sincere 
Enthusiastic 
Resourceful 
Alert 
Reliable 
Industrious 
Tenacious 
Punctual 
Interested in work 
To get satisfactory customer response they should be 
Agreeable Quick to sense feelings of others 
Refined Self confident 
Steady Energetic and active 
Considerate 
and should 
enjoy meeting people 
realize the fitness of things 
Personal appearance, so important to a salesperson, 
includes meticulous care in cleanliness of both the clothing 
and the body, and discretion in the matter of selection of 
clothing. Hair styles, use of beauty aids and general appear¬ 
ance should be such as will not attract undue attention. 
General morals must be above reproach. Although less 
than fifty percent of the employers expressed themselves, we 
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find many who are strongly opposed to the use of liquors and 
to the participation of employees in any form of gambling# 
Although the ability to meet people easily was considered by 
ninety-five percent of the employers, we find that almost as 
many, ninety percent, think the ability to react to new 
situations quickly and a thorough grounding in Arithmetic 
are of extreme importance to those who would be successful 
in selling* 
Penmanship, accord-ing to eighty percent of these 
men, together with Spelling and ease in use of telephone 
specified by seventy-six percent are of ordinary to extreme 
value to the sales applicant* 
Employees believe that enjoyment in meeting people, 
shown through their popularity with classmates while in 
school, coupled with self-confidence and the fact that -they 
were **good citizens*1 during this time, were indicative of 
their adaptability in successful sales effort# 
Oral English is considered by far the most important 
school subject, and this is followed by Arithmetic and Spell¬ 
ing in the replies received from these same people. This 
information was emphasized as employers reported that they 
desire the use of proper English and forceful speech, free 
from slang, on the part of employees. Difficulties in this 
respect were reported as incorrect grammar, incorrect pro¬ 
nunciation of words and the use of slang. 
The majority of the retail merchants depend upon the 
personal application of the individual, and the recommenda¬ 
tions of present employees to recruit their sales force. In 
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determining the qualifications of these applicants, they de¬ 
pend to a large extent solely upon the interview, followed in 
some instances by a try-out period. Only six of the eighty- 
one cooperating use tests of any kind for this purpose. 
The commercial and general courses of the high 
school seem to provide the background required for sales work. 
Possibly the college course was not listed due to the fact 
that these graduates would for the most part not be available 
for full-time employment. 
The minimum age for employment seems to be eighteen 
years or over. 
The operation of any definite plan for advancement 
of workers does not appear as frequently in small stores as 
in the larger ones. 
Causes for discharge, as listed by employers, in¬ 
clude, in the order of degree of importance, dishonesty and 
lack of ambition, lack of interest and failure to follow di¬ 
rections, lack of cooperation and carelessness, lack of 
courtesy and lack of initiative. 
Initial employment, in which applicants get their 
knowledge of the business, consists of stock room and general 
store work with opportunity in some stores to assist the 
experienced salespersons. This is all very important when 
we examine the duties, other than selling, wnich they must 
later perform. These duties include care of stock, arrange¬ 
ment of counters and shelves, marking of stock and inventory 
checking. 
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Skills needed in grocery, department and automobile 
supplies stores include use of cash registers and ability to 
make change* Wearing apparel merchants list ability to make 
out sales slips at the top, and those grouped under the head 
of miscellaneous place use of the telephone first* Familiar¬ 
ity with the use of scales and also with the use of ticket- 
markers would be of value* It is advised that the high school 
offer work in Salesmanship and Advertising, Business Practice 
and Store Organization and Management* 
Thirty-one of the Brockton retail merchants reached 
are interested in a part-time cooperative plan of sales in¬ 
struction. For the most part these were the proprietors or 
managers of dry goods, department and wearing apparel stores * 
Replies from stores outside of Brockton merely em¬ 
phasized the points brought out in the local study. Of course 
these larger units are able to maintain testing bureaus, train¬ 
ing classes and other helpful devices which are not feasible 
in the small organization. But, withal, there is a. surpris¬ 
ing lack of uniformity in the standards set and in the 
methods followed. 
An examination of replies from high schools shows 
much interest in the subjects and some plans for inauguration 
of new courses to fill the general demand for preparation in 
this field. 
That an effort should be made to select those possess- 
satisfactory qualifications and to then give courses which will 
properly prepare these individuals for sales work, seems 
paramount. 
APPENDIX 
EMPLOYEE INFORMATION: FORM B 
Form B 
Hame High School Graduate 
Present Position Employer 
Special Training 
Employer Dates Type of work 
1. What should be qualifications of boy or girl planning to enter sales 
work? 
a.' Physical qualifications 
Height General Health 
Weight Eyesight 
Posture Voice 
Strength Manual Dexterity 
b. Mental qualifications 
Intelligence rating Job qualification 
2* What should be his att itude toward 
a* Dress 
Style of clothes_ 
b* General appearance 
Hair_ 
Hands __ 
Hails 
Care of clothes 
Face 
Use of cosmetics 
Cleanliness 
Teeth 
Moral standards 
Honesty and fair dealing 
Regard for rights and property of others_ 
Gambling_stock market_lotteries 
number pools_races_" 
Use of liquor_ _ _ 
d. 
General morals_ 
Religion 
Church attendance 
Church membership_ 
Ho church affiliation 
3* Which of the following qualities are essential? 
Punctuality__Interest in work_ 
Industry Reliability 
Cheerfulness_______ Loyalty_ * _ 
Co-operation_ _ _ Attention to details 
Courtesy___Keen observation_ 
Honesty_Sense of humor_ 
2|. Of what value do you consider the following in determining sales pos¬ 
sibilities of individuals? Slight Ordinary Extreme 
Ease and confidence in use of telephone 
Ease and facility in writing legibly 
Acquaintance with business forms and 
practices 
Ability to spell 
Accuracy in arithmetic 
General clerical ability 
Ability to meet people easily 
Studious habits ~ 
Ability to react quickly in 
emergencies 
5. In attempting to advise pupils in high school, which of the following 
types would you consider as suitable for sales work? 
One who enjoys meeting people 
One who is sensitive to rebuffs and easily depressed ~~ 
One who is fatigued easily 
One who is popular with school mates" ’ ' “ 
One who participates in school activities' ' ~~ * 
One who has decided “likes” and dislikes 
One who lacks purposeful effort in undertakings' 
One who has poor study habits 
One who is a good “citizen" in school 
One who has shown ability as leader 
One -whose scholarship is excellent * ' /good /average** 
One who has an inquisitive mind 
One who is quick to sense feeling of others 
One who has self-confidence 
One who appreciates the “fitness of things" 
6. Mark * qualities (as listed above) that you possessed when in high 
school. 
7' What subjects which you studied have been of most value to you? 
English—oral__ History 
written_ _ 
Spelling 
Geography 
Arithmetic 
Commercial Law 
Bookkeeping_ 
Stenography 
8. What types of person meet with best response from customers? 
Witty dull 
Energetic 
Persistent" 
Retiring 
Garrulous 
Selfish “ 
languid 
Vivacious 
Quick tempered 
Refined 
Colorless 
mild 
coarse 
forward 
quiet 
considerate 
Agreeable_surly 
Impulsive_steady* 
Active phlegmatic 
9* What demands upon bodily strength should sales person expect? 
a. Part of each day when standing_hours 
b. Amount of lifting and carrying, slight_,average ,much 
10. How does soiling compare with other types of employment? 
1* Advantages 
2* Disadvantages 
11# Tfifhat suggestions or comment can you offer? 
EMPLOYER INFORMATION: FORM A 
Form A 
Employer. Date 
1* Of what, value do you consider the following in determining: sales pos¬ 
sibilities; of an individual? 
Ease and confidence in us© of telephone 
Ease and facility in writing; legibly 
Acquaintance with business forms and 
practices 
Ability to spell 
Accuracy in arithmetic: 
Ability to meet people easily 
Studious; habits: 
Ability to react quickly 
Slight Ordinary Extreme 
Which, of the following qualities seem, to have been outstanding; in 
your: successful sales people? 
Punctuality _ Interest In work: _ 
Industry ________ Reliability _ 
Cheerfulness Loyalty _ 
Cooperation ______ Attention to details __ 
Courtesy ______ Keen observation _____ 
Honesty Sense of humor _ 
3* IVhat types of persons meet with best response from' customers? 
Energetic _ 
Persistent 
Garrulous 
Selfish 
Dull 
Languid 
Forward 
Quiet 
Considerate" 
»Vivacious; 
Quick tempered 
Refined 
Agreeable 
Impulsive 
Active 
Mild 
Coarse 
Surly 
Steady 
Phlegmatic 
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In attempting, to advise pupils in high school* which of the following; 
types would you consider as suitable for sales work? 
One who enjoys meeting; people 
is: sensitive to rebuffs; and easily depressed 
is fatigued easily 
is popular with school mates 
participates in school activities 
has decided likes; and dislikes 
lacks purposeful effort; in undertakings, 
has poor study habits 
is a good citizen in school 
has shown ability as a leader 
whose scholarship Is excellent * 
who has an inquisitive mind 
has s e If i-conf idenc e 
is quick to sense feelings; of others 
appreciates the fitness of things 
average 
5.. Do you: have requirements with respect to 
a*. Physical qualifications 
Height- _____ 
Weight  
Posture _ 
Strength  
b * Dress 
Style of clothes 
c » General appearance 
Hair1 _____ 
Hands _____ 
Hails _____ Teeth _____ 
dijp Mental qualifications; 
Intelligence rating _______ 
e » Moral standards 
General health 
Eyesight 
Voice 
Manual dexterity 
Hearing 
Care of clothes 
Face 
Use of cosmetics 
Cleanliness 
Job qualifications; 
Honesty and fair dealing; 
Regard for* rights and property of others _ 
Gambling stock; market , lotteries , number pools , races 
Use of liquor  
General moraj~ 
f *. Religion 
Church membership Church attendance 
No church affiliation 
6* What demands upon bodily strength should sales person expect? 
a* Part of each day when standing; hours 
b* Amount of lifting and carrying x slight average_much 
7» What educational background have you found will best prepare one for 
sales work? 
a* High school 
Commercial course_General course__ 
College preparatory course 
b* Business College _c* Other_ 
8 * For which of these reasons have you had to 
Lack of ambition 
11 accuracy 
initiative 
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cooperation 
knowledge of work 
interest 
courtesy 
adaptability 
systematic habits 
general knowledge 
effort to “high pressure11* 
Failure to follow directions 
discharge sales employees? 
Slow to learn 
a* duties of job _ 
b* store routine _____ 
Dishonesty _ 
Absence _ 
Carelessness 
Surliness 
Personal Appearance: 
Poor English 
Poor penmanship 
Poor voice 
Poor* memory 
9* What weakness; in English cause the greatest amount of difficulty and 
embarrassment? 
Limited vocabulary_ Incorrect use of grammar- Use of slang 
Wrong pronunciation of words; Foreign accent 
EMPLOYER INFORMATION: FORM A-l 
\ 
Form A-l 
Name of Employer 
Type of business_________ Type of merchandise sold 
Number of sales; person® employed* Male Female 
Sales; Persons; Department head® Buyer® 
From what sources; do you secure these? 
High School __Employment; Agency Personal Application 
Business College Recommendation of employee® 
How many replacements are made annually in sales personnel?___ 
"What experience do you require of applicants? 
"What means do you; employ to determine qualifications of applicant? 
Interview Try out period___ 
Recommendation Tests; 
At what minimun age do you employ for- sales work; 
Male; Female 
What plan do you have; for advancement for- sales personnel? 
To what type of work do you assign new clerks during the first weeks of 
employment? J _ 
Do you train new employees; preparatory to selling? __ 
Do you conduct classes: for improvement of sales work? Yes_ No_ 
"What skills; are necessary for initial employment and for advancement? 
Bundle; wrapping _ Make out sales slip_ 
Operation of cash register Use of telephone __ 
Ability to make change 
What work other than selling, must sales; clerk perform? 
Arrange counter stoc k _____ Mark stock 
Arrange shelf _____ Report 
Requisition stock as needed_Act; as cashier 
Check stock received. _____ Keep stock and shelves clean 
Take: inventory _ Fill orders 
What mechanical devices are used? . 
Ticket markers_, meters_, cash carriers_scales 
Bundle carriers *. 
Will instructions in the. following; subjects, be a. benefit? 
3U Sales and advertising principles*. 
2*. Store organization and procedure*. 
3*. General business practice*. 
4*. Office practice and machine work*. 
5*. General occupational information*. 
Are you interested in a part-time (store and school) plan for training 
workers; for selling? 
Suggestions and comments 
EMPLOYER INFORMATION: FORM C 
Form C 
Employer 
1. How many retail salespersons do you employ? Male-Female 
2. What proportion of these must be replaced annually- 
3. For what reasons are these replacements made 
Lack of ambition. 
accuracy 
initiative_ 
cooperation^ 
knowledge of 
work_ 
interest_ 
courtesy_ 
adaptability^ 
systematic 
habits_ 
general 
knowledge 
Effort to "high 
"pressure" 
Failure to follow 
instructions 
Slow to learn 
duties of job_ 
store routine 
Di shone sty_’ 
Tardine s _ 
Absence 
Carelessness_ 
Surliness 
Personal appearance 
Poor English. _’ 
Poor Penmanship ~~ 
Poor memory 
4. What age requirements do you have? 
5. What tests do you use to determine fitness of applicants? 
Intelligence__ Manual Dexterity_ 
Clerical aptitude__ Ear_____ 
Mechanical aptitude_ Eye  
6* What do you require as to physical qualifications? 
Height_ General health_ 
Weight____ Eyesight_ 
Posture__ Manual dexterity_ 
Strength_ Voice_ 
Hearing __ 
7. What qualities ±n the individual do you consider indicative 
of success in selling? 
Punctuality___ Interest in work_ 
Industry_ Reliability_ 
Che er f ulne s __Loyalty_ 
Cooperation_ Attention to details_ 
Courtesy__ Keen observation_ 
Honesty_ Sense of humor_ 
8. What preparation and training must successful applicants 
have? 
High school graduate Business College__ 
Commercial course_ Experience-clerical_ 
General course _ _ store work 
College course_ selling_ 
Other course 
9* ^ow before successful applicants do any actual selling? 
10* Do y°u conduct store classes for salespersons? 
11. What types of work are offered in these classes? 
English^__ Store procedure 
Arithmetic______J3ales technique 
Personality Counter display 
development -- 
INFORMATION! HIGH SCHOOLS 
School Date 
Do you offer a course in salesmanship? 
Is this course elective or required? 
How do you select the pupils who take this course? 
1* Those who do not succeed in other commercial work 
2.* Those with apparent qualifications for sales work 
3* Any who may desire, regardless of sales ability ' 
What are objectives of work? 
Training for selling 
Training for junior store positions 
Consumer education 
What is the length of the course? 
Grade X weeks 
" XI « 
** XII ~ « 
What texts do you use? 
11 11 tt " " recommend? 
clock hours per week 
ft ft ft ft 
« ft It ft 
Is salesmanship oxfered as single subject or do you have a complete 
course-preparatory for sales work? 
What fundamental courses do you require of pupils who elect salesmanship? 
i > 
Do you provide any plan for selling experience? 
A* In the school 
1* Lunch counter service 
2« Student activity ticket sales ~ 1 “ 
3* Operation of school store ‘ “““ — 
B* Outside of school " ---- 
1* Cooperative part time courses. 
a. Saturdays 
b. Afternoons 
c* Vacations 
d* Other plan 
Do you give school credit for sales experience gained outside of school 
hours? 
!• supervised by school_2* If not supervised by school 
lihat effects does sales course have on "drop outs" in Commercial curri¬ 
culum? 
As part of course do you give any instruction in 
1* Bundle wrapping 
2. Use of cash register , ticket markers , motors 
3* Making change * I4.Y General store organization 
Store routine and clerical practice 
6. Care of stock__ 7* Counter display 
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KEY 
Under Salesmanship Course, E stands for Elective, R stands for Required. 
Under Selection of Pupils, D stands for Any Who Kay Desire, F stands for those who Fail in Other 
Commercial Work, Q stands for Those Who Have Apparent Qualifications for Sales 'Work, C.C. stands for 
Those taking Commercial Course. 
Under Object of Course, S stands for Training for Selling, C stands for Consumer Education, T J stands for 
Training for Junior Store Positions. 
H stands for No or lione 
Y stands for Yes 
Under Texts, (Rec.) or (R.) stands for Recommended. 
UHder Offered As, S.S. stands for Single Subject, C«C« stands for Complete Course. 
hder Fundamentals Required of Pupils, OP 1 stands for Office Practice 1, Jr. stdg. stands for Junior 
Standing. 
Under Length of Course, w. stands for Weeks, h. stands for Hours. 
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